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Entering the last 
half of the year, 
business leeders are 
taking stock of ex- 
isting economic con- 
ditions and looking ahead to perceive the 
rifts in the clouds that will promise fairer 
weather. Some favorable signs are re- 
ported, and, anyway, they all agree that 
we must necessarily be that much nearer 
a return to normal business. 

Both of the national parties have held 
their conventions, nominated their candi- 
With 


the adjournment of Congress also there 


dates and adopted their platforms. 


will be a lull in politics, and people can 
again turn to their everyday affairs with- 
out the agonizing suspense of wondering 
what Washington will do next to unsettle 
That alone will be a big help. 
Likewise, so will be the distribution of 
$700,000,000 throughout the United States 


which was made on July 1 in bond interest 


conditions. 


and dividends. 
* * * * 

The summer season is usually quiet, but 
it is apparent that encouraging news and 
constructive facts are gaining more atten- 
tion now that politics has taken a vaca- 
tion. Most business concerns have taken 
their medicine in reducing expenses so as 
to conform to their smaller volume, and 
prepared for the up-turn which they be- 
lieve is sure to come. 

One expert observer, who boldly says 
there are evidences that the tide is finally 
turning, makes the point that there are 
two classes in business today—one that 
is filled with fear and is drifting along 


hoping that someth'ng will end the de- 


CONFIDENCE AND COOPERATION AID 
IN PRESENT BUSINESS SITUATION In the 


pression, while the other, with foresight, 
drives ahead with a constructive program. 

To the latter class belongs the Shell Oil 
Co. of California, which has announced a 
$500,C00 advertising campaign. In ex- 
planation of this plan the company issued 
this significant statement: 

“In some quarters we were told to 
be content; that a depression is no time 
to undertake the huge expenditure for 
equipment, operating and advertising which 
are essential to successfully launch new 
products. We were told to be content 
and to plod along with the products we 
had, and to hope that at some time the 
depression would end. 

We believe the continuance of the de- 
pression is due more to the mental atti- 
tude than to any other one thing, and we 
most emphatically and definitely refuse to 
allow ourselves to be influenced by such 
talk. 

We believe that the only way to regain 
prosperity, whether it be in the case of 
the individual or the corporation, is to 
deserve it, and that means confidence, vig- 
orous work and cooperation. 

We are launching our program because 
we believe that its success will help not 
only ourselves but industry generally. If 
our lead be followed in the same spirit, we 
think we need have no further anxiety 
about the termination of the depression.” 

If such a resolute policy were more gen- 
erally 


adopted, the stagnation due to 





timidity and _ hesita- 
tion would soon dis- 
appear. 
telephone 
field, operating com- 
panies have experienced revenue losses due 
to general conditions, but report that the 
situation is being met 


safely through 


economies. Movements to enforce reduc- 
tion in rates have been started in a num- 
ber of communities, but in most cases when 
the facts are submitted and fully exp'ained 
such demands do not get very far. 

Threats to organize another company to 
compete with the existing exchange, un- 
less rates are reduced, have been made in 
several instances, but when investigation 
showed how much capital was needed to 
build the competing plant, the public has 
lost interest. The net result was favor- 
able to the company giving service, and 
afforded it a good opportunity to recover 
the good will of its patrons. 

* + * * 

Station losses are apparent in the fig- 
ures of the companies operating in the 
larger cities due to slow business, but the 
rural telephone situation in many sections 
shows a slight improvement. 

According to one of the largest groups 
in the Independent field—Associated Tele- 
phone Utilities Co—its percentage net loss 
in the number of stations operated showed 
a decrease for May, making the fifth con- 
secutive month in which an improving 
trend in the rate of station loss has been 
maintained. Some of its units even showed 
a gain in telephones in service, but these 
were insufficient to offset the total can- 
cellations of the entire system. 








It is confidently expected that any ma- 
terial p:ck-up in business will be accom- 
panied by an increase in telephone volume, 
especially in to:] revenues. 

Reciprocity. 

In days of close buying, as at present, 
the theory of reciprocity is more generally 
adhered to than in ordinary times. “You 
buy from me and I will buy from you” is 
a motto frequently quoted, and it often 
takes the more positive form of “Unless 
you buy from me I will not buy from 
you.” 

Attached to a check received at TeEL- 
EPHONY’S office from a pole and tie con- 
cern was a little “sticker” on which was 
printed : 

“We are able to pay this money to you 
because the railroads have paid it to us. 
It was paid to the railroads for the trans- 
portation of freight. If this arrangement 
is to be continued your shipments should 
move by rail, the shipments of your cus- 
tomers should move by rail, and the ship- 
ments of the merchants and manufac- 
turers whom you patronize should move 
by rail.” 

This is a strong argument in favor of 
patronizing the railroads instead of the 
bus and motor truck lines which compete 


with the rails. The lumber company has 
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sold ties to the railroads and attached the 
“sticker” to its checks in order to recpro- 
cate and do the rails a good turn. Prob- 
ably the railroad had supplied the “stick- 
ers” and asked their customers to circulate 
them. 

* * * * 

The same plan is being used in various 
industries. It is a good example of fair 
play to patronize the concerns identified 
with your business group, and trade with 
those who help support the movement with 
which you are connected. 

Telephone companies have been urged 
for years to deal with the manufacturers 
and distributers who belong to their tele- 
phone associations and who help support 
their convention meetings. This policy 
has been proved to be fruitful of good 
results. 

In these times of “shopping around” to 
get lower and lower prices, companies will 
find it pays to stand by their friends who 
aided them in the earlier development days, 
and pay a fair price for equipment and 
materials with whose worth they have had 
a favorable experience. The temptation to 
experiment by buying at _ less-than-cost 
prices usually produces regret. 

Local Base for Rates. 
Much importance will be attached to the 
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action of the United States Supreme Court 
in passing upon the question whether the 
individual municipality shall be the basis 
for fixing utility rates, instead of the entire 
system. The case to be adjudicated orig- 
inated in Indiana where the state commis- 
sion decided that the electric rates for the 
city of Martinsville should be computed 
on the local costs without regard to the 
figures for the whole system. 

The principle involved will apply to gas 
and telephone rates as well as to electric 
power schedules. The electric company 
had sought rates on a system basis, while 
the commission ruled that the rate for 
Martinsville should be based giving a re- 
turn only on the property located in that 


community. 
* * * * 


The company took the case into the 
district federal court which upheld the 
commission decision, and now an appeal is 
made to the United States Supreme Court 
which will decide whether utility rates 
shall be based on local conditions alone, or 
whether the set-up of the entire system 
may affect the local rate. 

Telephone companies with exchanges in 
several towns have an interest in this case, 
as the Washington decision will establish 


the policy to be pursued in the future. 


Busy Indications in the Manual System 


Evolution of Busy Signal as Switchboards Developed—Audible Busy Signals 
and Some Circuit Arrangements Which Vary With Type of Switchboard— 
Operation of the Circuits—Published By Courtesy of Bell Laboratories Record 


By O. H. Williford, 


Member, Technical Staff, Bell Telephone Laboratories. 


In any telephone system a _ connection 
once established between two subscribers 
must be protected from interference by 
other subscribers who may be attempting 
to obtain a connection to the line already 
in use. 

This was a simple matter in the very 
early forms of manual boards because each 
line was connected to only one jack. Should 
an operator attempt to make a connection 
to a line in use, therefore, she would at 
once see that a plug was already inserted in 
the jack of the desired line, and she would 
inform the calling subscriber that the line 
was busy. 

With the growth of the system, how- 
ever, and the necessary development of the 
multiple board, incorporating a large num- 
ber of jacks all connected to the same line, 
this positive busy signal no longer existed. 
Other methods had to be developed to in- 
dicate when a line was in use. 


The first busy indicating system for mul- 
tiple switchboards was built for a Chicago 
office about 1880. It took the form of a 
target board, separate from the main board, 
but within sight of all the operators, on 
which the lines that were busy could be in- 
dicated. Hooks were provided for each 
line and an attendant placed targets on them 
when the operators completed a connection, 
and took them off when disconnection was 
made. 

The arrangement had many rather ob- 
vious disadvantages, not the least of which 
was a more or less inherent delay in plac- 
ing the targets. Since the line would be 
considered busy only when a target was 
on the hook, there could be short intervals 
between the actual making of a connection 
and the hanging of a target, when other 
operators might complete a connection to a 
busy line. 

An improvement over the target board 


was the Scribner pneumatic signal: a 
method of automatically setting a busy sig- 
nal similar to that of the target board and 
of releasing it when disconnection took 
place. For large offices the signal was dis- 
played in several places so as to be easily 
visible to all the operators. 

The pneumatic signals were actuated by 
electrically-controlled valves which operated 
whenever a plug was inserted in a jack. 
This was the forerunner of the more mod- 
ern systems which provide an indication, 
available to all the operators at the board, 
whenever a plug in inserted in any jack of 
a line or trunk. 

In general, lines to subscribers, and 
trunks outgoing to other central offices, 
consist of only two conductors in the out- 
side plant; but within the central office an- 
other conductor is added which is used 
for various switching and signaling pur- 
poses. One of these is to provide a busy 
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indication in case the line or trunk to which 
a connection is to be completed is already 
in use. The construction and appearance 
of the plug used in completing connections 
is shown in Fig. 1. 

One of the three conductors is connected 
to the metal tip of the plug, one to the 
outer sleeve that forms the main bearing 
surface, and one to an inner sleeve which 
appears, on the outside of the plug, only 
as a ring insulated from both the tip and 
outer sleeve. In addition there is a narrow 
metal ring between the tip and the ring 
formed by the inner sleeve, which is insu- 
lated from both and serves as a spacing 
strip only, having no electrical connection 
to any of the wires of the circuit. 

These parts of the plug have been em- 
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Fig. 1. Three Connections Are Provided by 

the Manual Plug Which, Because of Their 

Locations, Are Known As the Tip, Ring, 
and Sleeve. 


ployed as designations of the three wires 
of the intra-office circuit, which are thus 
known as the tip, ring, and sleeve conduc- 
tors. The tip and ring are the conductors 
that carry the telephone conversation, and 
the sleeve is this third wire used for sig- 
naling purposes within the central office. 
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The jacks into which the plugs are in- 
serted have three corresponding connec- 
tions which are similarly named. They are 
manufactured in strips of 10 and 20 and 
their appearance and construction is shown 
in Fig. 2. The sleeve of the jack is flush 
with the front of the strip while the tip 
and ring are necessarily farther within. 

Audible busy signals, 
commonly used form in the present manual 
system, are clicks or tones heard by the 
operator as she touches the tip of the plug 
with which she is about to complete a con- 
nection to the sleeve of the jack to which 
she wishes, to connect. The method of test- 
ing is shown in Fig. 3. A click 
that the line or trunk connected to the jack 
is busy, and the absence of a click that 
it is idle. Tones are used largely to reduce 
the amount of testing necessary by indi- 
cating groups of trunks which are busy. 

The circuit arrangements by which 
clicks are produced vary with the type of 
switchboard. For the ordinary subscribers’ 
“A” board the arrangement is shown in 
Fig. 4. At these boards the operator’s 
cords terminate in plugs at each end. One 
plug is inserted in the jack of the sub- 
scriber’s line that is placing a call and the 
other in that of a trunk leading to the 
office called. Before plugging into the 
trunk, however, the operator tests it for a 
busy determination by touching the tip of 
the plug to the sleeve of the jacks. 

To each trunk a number of jacks are 
connected which appear at regular inter- 
vals along the board so as to be accessible 
to all the operators. In Fig. 4 a particular 
trunk, 7:2, is shown in use, a connection 


which are the most 


indica‘es 
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having been made to it by the plug of cord 


circuit, Ci, at position of the 
board. 
With the plug of C, inserted in a jack, 


current flows through the sleeve conductor 


some one 











Fig. 2. Jacks Are Manufactured in Strips 
of 20 and Provide Contacts for the Tip, 
Ring and Sleeve of the Plugs. 


from battery on the /'S lamp in the cord 
the cord and 
and through a resistance, r, 


circuit, through the sleeve of 
trunk circuit, 
to ground. This makes the sleeves of all 
multiple jacks of this trunk circuit nega- 
tive in potential. 

Central office 
nected across the tip and ring conductors 
at the repeating coil of the cord circuits 
as shown at C2. When the operator closes 
her listening key, the tip and ring con- 
ductors of the cord are connected to her 
headset, and a condenser, c, in the circuit is 
charged to full battery voltage with the 
tip side at ground potential. 


battery potential is con- 


When the tip of this plug is touched to 
the sleeve of the busy trunk, which as has 
already been noted is negative in potential, 
the condenser partially discharges, and in 
doing so induces a click in her receiver. 
She will take this as an indication that the 
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Fig. 3. An Operator Testing a Line Before Completing a Connection, by Touching the Tip of the Cord to the Sleeve of the Jack to Which 


She Wishes to Connect—Fig. 4. Simplified Schematic Arrangement of Circuit by Which Busy Signals Are Produced at Subscribers’ Board. 
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HE introduction of direct line lamp signaling in the lhe, Wort Mn 


Type 32 Monotype Community switchboard marks Central I S 
the greatest single advance in the simplification of central With Wigsai DE 

















battery equipment since its inception. This important im- 
provement is made possible by the employment of a new 
tungsten-filiment lamp which provides uniform brilliant 
signals on lines ranging from 0 to 800 ohms loop (line) re- 
sistance! As a result of this feature, all line relays are 
completely eliminated—and the cost of the switchboard 
is reduced to a point far below that of any other central 
battery equipment ever offered for the small exchange. 
From the telephone company's standpoint, it means that 
common battery service is now within financial reach of 
many small exchanges which heretofore have been limited 


to local battery operation. 
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on Battery Service? 
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HE fast, accurate common battery service furnished 
by the Monotype Community switchboard is so vastly 
superior to magneto service that the two are not com- 
parable. Yet, when the cost of this unit is compared 


with the cost of a magneto switchboard of the same size 
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—and all factors of initial, installation, operating and 
maintenance expense are taken into consideration—the 
difference is usually so small as to be negligible. In fact, 
in some cases, the difference will be in favor of the 
Monotype Community central battery switchboard! 

The new unit is available in two types—Type 32-A-28 
Multiple and Type 32-A-29 Non-Multiple. Full details and 
figures on a unit exactly suited to your exchange will be 


furnished upon request. Write for information—today. 
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trunk is busy and proceed to test the next 
trunk to the same office. 

Should the “A” board have been one at 
which calls to other subscribers are com- 
pleted directly in the subscribers’ multiple, 
the arrangement would be the same as de- 
scribed, except that the resistance, r, would 
have been replaced by a cut-off relay. In 
either case, if no busy click is heard when 
a jack is tested, the operator completes the 
connection by inserting the plug, which 
immediately makes that line or trunk busy 
by putting a negative potential on the 
sleeve conductor. 

At “B” or trunk-completing boards con- 
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nected to one side of the operator's tele- 
phone circuit. Under these conditions, the 
operator will receive a click whenever the 
tip is touched to the sleeve of a busy line. 

The click produced is similar in nature 
to that given at the “A” board, but it is 
caused by partially charging a condenser, 
C, in the operator’s telephone circuit rather 
than by discharging it. The resistance, 
HR, dissipates this charge when the test 
is completed, in preparation for the next 
test. 

The back contacts of the sleeve relays of 
all trunks handled by one operator are di- 
vided into two groups: one consisting of 
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called universal cord circuits and, in gen- 
eral, are of three different classes: 

First, those which serve hoth toll lines 
and trunks to local offices; second, those 
which serve magneto and common battery 
subscribers’ lines; and third, the operator's 
cords of dial-system “A” boards which 
connect to trunks to both dial and manual 
offices. 

The testing circuit of the local cords 
shown in Fig. 4 has such a low resistance 
to ground in the tip lead that marginal re- 
lays in the universal cords would be falsely 
operated on busy test. 

Some of the universal positions employ 
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Fig. 5. 

Arrangement of Universal 
of the cords is not connected to the opera- 
tor’s headset, and for other forms the talk- 
ing connection to the operator’s circuit may 
be disconnected before the lines are tested 
for the busy condition. 

The sleeve conductor of the line is made 
busy by the application of a negative po- 
tential as at subscribers’ boards, but an ad- 
ditional link must be provided between the 
operator's headset and the trunk cords for 
test purposes. This is accomplished in all 
types of “B” boards by connecting the tip 
of the plug to a transfer spring of a sleeve 
relay, which forms part of the cord cir- 
cuit. The arrangement is shown in Fig. 5. 

When the plug is inserted, the sleeve re- 
lay operates and moves this transfer spring 
to a front contact which connects it to the 
tip conductor of the incoming trunk. While 
the plug is not inserted the sleeve relay re- 
mains unoperated and the transfer spring 
rests against a back contact which is con- 


Simplified Schematic Arrangement of Circuit for Producing Busy Signals at Trunk Boards—Fig. 6. 


Cord Circuit Where Testing Is Done by th 


pled together. This grouping arrangement 
permits the balancing out of currents 
which otherwise might be picked up by 
the system of multiple tip leads and cause 
noise in the operator’s circuit. 

The net work of resistance, HR and ca- 
pacity, C, shown in Fig. 5, are provided 
to maintain a “high resistance” tip lead for 
trunk cords after the operator releases them 
upon disconnection. In some “B” boards 
this high resistance tip is not necessary, 
and in these cases this network is omitted. 
The busy test click is then created in the 
operators receiver by a direct current being 
set up in the BT repeat coil from the po- 
tential of the busy jack under test. 

There are some “A” switchboards where 
the busy testing arrangement shown in Fig. 
4 can not be used because the cord circuits 
employ marginal sleeve relays to deter- 
mine the type of line or trunk to which 
the operator connects them. These are 


Simplified Schematic 
e “Busy Test Relay’? Method. 

a high-resistance busy test very similar to 
that just described for the “B” boards. 
The HR resistance is sufficiently high not 
to disturb the marginal relays. In other 
universal “A” boards, a high-resistance re- 
lay arrangement is employed as shown in 
Fig. 6. 

Here, the resistance of the BT relay is 
sufficiently high not to disturb marginal 
sleeve relays. However, this relay will op- 
erate to the busy sleeve potential and by 
closing its contacts closes a path from the 
BT repeat coil to battery through the T 
retard coil which causes a surge in the op- 
erator’s receiver, resulting in the busy test 
click. The condenser, 7, is to permit the 
passage of “Out-of-Service” and other 
tones to the operator through the testing 
circuit. 

Tones are used as busy indications at 
times where there are large groups of 
trunks running to the same office. Such 
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large groups of trunks are divided into 
subgroups. When all the trunks in any 
one subgroup are busy, a tone will be su- 
perimposed on the sleeve lead of the first 
jack of the subgroup. 

An operator, by testing the first jack 
of each subgroup, will know that all the 
trunks of the subgroup are busy if she 
hears the tone superimposed on the click 
and may proceed to the next subgroup 
without further testing within that sub- 
group. If she hears only a click on test- 
ing the first jack of a subgroup, she will 
then test within that subgroup until an idle 
trunk is found. 

In addition to these audible busy signals 
there are two types of visual busy signals. 
One is a white shutter directly above the 
jack which may be seen in the headpiece 
opposite the designation, TO, on the lower 
part of the left-hand stile strip. These sig- 
nals are magnetically operated and show 
white over busy jacks and black over idle 
ones. 

A similar method is a small electric lamp 
that illuminates a circular translucent spot 
behind the designation strip above the jacks. 
These visual signals require a continuous 
current drain but they require no effort on 
the part of the operator and so are con- 
ducive to fast operating. They are used 
principally for toll lines and large groups 
of trunks, and on P.B.X. boards where 
their cost is justified by the large saving 
in operating effort. 

In the present manual plant of the Bell 
System there are thus two types of busy 
signals, both of which represent an enor- 
mous advance over the crude targets of the 
early days. 

For subscribers’ lines and small trunk 
groups the audible signal will probably con- 
tinue to be employed, as it is a highly sat- 
isfactory and inexpensive method. 

For large groups of trunks and toll 
lines, the visual signal provides an auto- 
matic indication that requires no effort on 
the operator’s part and thus allows her to 
devote her entire time to completing calls. 


Toll Operators “Get Their Man”; 
No Address Given. 

A long distance call for a man whose 
address was given as “somewhere in North 
Dakota” was recently successfully com- 
pleted by Valley City, N. D., toll opera- 
tors: after communication with 93 towns 
in the state. 

Operators at the Valley City exchange 
were asked to place a call to Carl B. 
Swanson, supervisor for an implement firm 
in the western part of the state. He had 
left no information as to his destination 
on leaving home. Serious illness in his 
family, the operators were told, demanded 
he be found. Later the illness had changed 
to a message of death. 

For 7 hours and 10 minutes five toll 
Operators in the Northwestern Bell com- 
pany’s exchange worked to locate Mr. 
Swanson. They called 80 different hotels, 
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125 garages, 90 implement dealers and 
more than 50 residences and stores, finally 
locating him at Bowdon. The call cost 
90 cents, for the connection between Valley 
City and Bowdon. 

Marjorie Bowen, Lillie Grodem, Irene 
Heiling, Grace Hokanson and Mildred 
Swanson were the operators who joined 
in the hunt for Mr. Swanson. 





New Telephone System in Quil- 
mes (Argentina). 

The Union Telefonica announces, ac- 
cording to United States Assistant Trade 
Commissioner Grant L. Thrall, Buenos 
Aires, Argentina, that Quilmes, a suburban 
section of Buenos Aires, will have a new 
modern telephone system by July 15. 

The present magneto system is being 
converted to a central battery system, with 
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an initial capacity of 2,000 lines. At pres- 
ent Quilmes has only 650 subscribers, but 
it is believed that with the new improved 
facilities there will be many new installa- 
tions. The community will also be con- 
nected with the federal capital by trunk 
lines. 


Two New York District Meetings 
to Be Held July 13 and 14. 

The Up-State Telephone Association of 
New York will hold a district meeting at 
the Ah-wa-ga Hotel, Owego, on Wednes- 
day, July 13. On the following day, July 
14, there will be another district meeting 
at the DeCumber Hotel, Sidney, N. Y. 

A traffic conference will be held for the 
operators and a splendid program has been 
arranged for the managers and other tele- 
phone people, it has been announced. 


What Operators Want to Know 


Value of Meeting Anger and Impatience With Tact and Kind- 
ness—Indulging in a Fit of Anger Upsets Our Mental Poise, 
Appetite, Digestion, Assimilation and Nerves—Series No. 54 


3y Mrs. MAYME WorkKMAN, 
Traffic Supervisor, Illinois Telephone Association, Springfield, Ill. 


One of the first things young men and 
women must learn when entering the busi- 
ness world, if they wish to hold their jobs, 
is to control their tempers under all kinds 
of conditions and circumstances. Ill temper 


costs business more money and _ friends 


than any other trait of character. 

Every person who serves the public will 
encounter anger, unreasonableness and 
irascibility on the part of his customers. 
A man gets up some morning 15 minutes 
later than usual, shaves in a hurry and cuts 
his face. He hurries through his break- 
fast and burns his tongue drinking coffee 
that has not had time to cool. He has 
trouble getting his car started, and by the 
time he gets to the office, he is in a beastly 
humor. 

On his desk he finds a note to call a 
certain number. 
ceiver, and when the operator answers, he 
gives her his number in a careless manner, 
not speaking into the transmitter; and she 
has to ask him for the number a second 
time. He shouts, “Main 1234! Why don’t 
you clean out your ears so you can hear?” 


He takes down his re- 


What should the operator do in a case 
of this kind? is asked in question No. 5. 
Should she bark back at him and say: 
“Clean out your own ears, you big bum, 
and take the mush out of your mouth so 
that I can hear you?” On the contrary, 
she should meet his ill will with a courte- 
ous “Thank you,” and establish the con- 
nection for him, never permitting herself 
to become ruffled. 

This is just what the majority of our 
operators do, because they have learned 
the value of meeting anger and impatience 
with courtesy and cheerfulness. 


It is easy for a customer to say unkind 
things to us because they do not see us. 
They would not dream of saying some of 
the things they do if they could see us 
face to face. Our men customers are not 
the only offenders. Women are sometimes 
very impatient and trying, too. But in 
most cases, if we meet their impatience 
with tact and kindness, their voices will 
become lowered, and hostility will vanish. 

In addition to learning to control our 
temper so that we may be successful in 
business, there is another very good reason 
for doing so from a health standpoint. If 
we indulge ourself in a fit of anger, we 
upset our mental poise, our appetite, our 
digestion, our assimilation and our nerves. 
We cannot hope to be a‘ 
all upset. 


our best when 
So it is wise to cultivate the 
virtue of patience at all times and under 
all circumstances. 
Questions From Illinois Operators. 
1. Why does the customer have to pay a 
report charge if his call is not com- 
pleted ? 
2. How are sequence calls designated ? 
3. If our work will not permit us to allow 
our subscriber to hear us 
should we dismiss him? 
4. What is a polite answer to a customer 


operate, 


asking for information not concerning 
the telephone or calls? This applies 
to small towns where every one knows 
you and there is no 


operator. 


information 


5. How can you explain to an operator 
no matter how cross a subscriber is, 
she must never bark her numbers back ? 

For answers to these questions from real 

Illinois operators, turn to page 30. 











All-Employe Participation In Selling 


‘“‘All-Employe Sales Plan,’ in Use by Wisconsin Telephone Co. for Some Time, 
Creates Better Understanding Between Employes and Company—Advantages 
of Plan and Suggestions for Training Employes to be More ‘“‘Service Conscious” 


Vice-President and 


During the past several years employes 
of many telephone organizations have been 
contributing by their sales efforts to the 
stabilization of the business of their re- 
These plans 
originated as a result of the constant de- 


spective companies. sales 
sire to improve the service rendered to 
customers. 

It was realized that a subscriber having 
equipment or a class of service that is 
less than adequate must necessarily secure 
results that are less satisfactory than it 
is the desire of the company to provide. 
These conditious promp‘ly reflected them- 
selves in the grade of service furnished 
not only to the particular subscriber but 
to the entire exchange. 

The greatest expansion of employe sell- 
ing has come about during the past two 
years as a result of the necessity of im- 
proving revenues due to general business 
conditions. The first and primary objec- 
tive has not been lost sight of, however, 
and employe sales plans are still so di- 
rected as to result in constant improve- 
ment in the service furnished customers. 

Among the telephone companies carry- 
ing on a program of employe selling is 
the Wisconsin Telephone Co., a constitu- 
ent of the Bell System, operating 96 ex- 
changes in Wisconsin. The experiences of 
the company are probably typical in many 
ways of those of other companies. 

The plan of employe selling by the Wis- 
consin Telephone Co. originated in 1925 
as a so-called “prospect plan.” The appeal 
for sales prospects to be turned in to the 
carried entirely in 
printer's ink in the form of a small, four- 
page folder distributed monthly to em- 
ployes. 

For five years this plan was carried on 
with fair success and it aided in preparing 
employes for the more intensive work that 
was to follow. In 1930 it was superseded 
by a more comprehensive selling plan and 
a sales organization was established to give 
it momentum. This plan has been known 
as the “All-Employe Sales Plan.” 

One of the important results achieved 
through the all-employe sales plan has been 
a more definite understanding and appre- 
ciation by employes of the policies and 
problems of the industry. In many large 
industries—and this includes the telephone 
business—men and women went about do- 
ing their particular jobs without giving 
much thought to the company problems in 
general. Not so many years ago, in the 
telephone business, the job of securing ad- 


business offices was 





By W. D. Hobbins, 


General Manager, Wisconsin Telephone Co., Milwaukee, Wis. 


ditional customers and stimulating new 
sales was considered to be the exclusive 
and inalienable function of the commer- 
cial department. 

Now, it is a fact that employes of public 
utilities are often questioned by friends 
and acquaintances about various features 
of the business; the cost of various classes 
of service; the reason for a charge, let 
us say, for installing a telephone, and 








POINTERS ON SELLING. 

Each sales prospect presents a differ- 
ent kind of human problem, and only the 
congenital dub will treat all alike. 

A good salesman will sell the close 
trader on how to make more money with 
less effort; he will sell the purse-proud 
fellow on how big a man he is; he will 
rush the snap-judgment buyer through 
to a conclusion; but he will not try to 
sell the analytically-minded prospect at 
all—he will just give him the informa- 
tion in the form best suited, and look in 
next day for the order.—George W. 
Hopkins. 








many other inquiries relating to particu- 
lars of the service. 

A few years ago a large portion of the 
personnel, exclusive of the commercial de- 
partment employes, knew little about, or 
did not take the opportunity of finding out, 
many of the details in connection with 
telephone service. 

It is also a fact that a well-informed 
personnel of any firm—a personnel with 
an acquired knowledge of the product of- 
fered for sale, the prices, reasons for 
charges of various kinds, etc.—renders a 
far more valuable service to the public 
and to the company by which employed 
than a personnel that is proficient only in 
its regularly assigned duties. The public 
can be better acquainted with many of the 
special telephone facilities available by the 
personnel in their sales contacts than in 
any other way. 

The all-employe sales plan of the Wis- 
consin company, which is now in its third 
year of existence, in the opinion of the 
management, has accomplished much to- 
ward creating in the minds of employes a 
“service consciousness.” This is empha- 
sized in the willingness to be of greater 
service to customers. 

This new philosophy that has been de- 
veloped by employes in their relationship 
between customer and company, as the re- 
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sult of an enthusiastic interest in sales 
work, has a three-fold advantage. * 

One of these has been that employes 
have been trained to analyze the require- 
ments of a prospect for telephone service 
and comple‘e the sale directly to the cus- 
tomer, thereby being of greater service to 
him. Secondly, the company _ benefits 
through increased revenue by having its 
employes alert to the business opportuni- 
ties. Finally, and as important as the 
foregoing, is the fact that employes who 
participate in the all-employe sales plan 
gain many advantages for themselves and 
co-workers, because every sale of a new 
telephone provides increased employment 
for persons in every operating department 
of the company. 

Employes who are particularly success- 
ful sales people, say they feel a sense of 
personal satisfaction and a certain pardon- 
able pride whenever they make a new sale. 
As a developer and stimulator of confi- 
dence and self reliance in one’s own abil- 
ity, the all-employe sales plan has been of 
inestimable worth to the participants. 

It cannot be gainsaid the results achieved 
by employes through their interest and 
application in telephone sales work is con- 
clusive proof that an employe-body has 
been developed, the service of which is, 
and will continue to be, of greater value 
to the public, the company and itself. 

As an indication of the extent to which 
employes have responded under this plan, 
during 1931, 35,708 sales of various items 
of telephone equipment were made, an 
average of approximately five sales per 
employe. Of this number, 24,932 sales 
were made by employes directly to cus- 
tomers, and 10,776 sales represent pros- 
pects furnished the commercial department. 

The sales efforts of employes during the 
last year resulted in an increased net addi- 
tional revenue value of $750,000. It is 
interesting to note, also, that of the total 
sales, 22,947 were main and extension sta- 
tions. 

It has been the experience of many em- 
ployes that the first sale was the hardest. 
When that first sale had been made, other 
sales soon followed. Numbered among 
the more active salesmen and saleswomen 
last year were two employes of the plant 
department who sold 150 and 140 stations, 
respectively. Three employes sold 75 sta- 
tions and eight sold 50. 

Sales of telephone service are often 
made under unusual circumstances, and 
on many occasions the enterprise of em- 
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ployes and their keen sense of salesman- 
ship is responsible for a sale. One em- 
ploye at Milwaukee waited until a late 
hour at night before he could contact the 
proprietor of a new store, but he sold the 
telephone. 

An operator at Stanley, in the northern 
part of the state, noticed the line was usu- 
ally busy when a customer attempted to 
communicate with his home from his of- 
fice. Both telephones were on party-lines. 
The operator suggested regrades to one- 
party lines, and two sales resulted. 

“Telephone service,” according to a Mad- 
ison employe who sold 43 main stations 
and 13 additional items of service and 
equipment in six weeks, “is an absolute 
necessity and it is up to employe salesmen 
to prove this to prospects. The advantages 
and value of telephone service that are 
often extolled are the most effective sales 
arguments, namely, that a telephone af- 
fords a saving of time and money and is 
indispensable in an emergency.” It is not 
surprising that the sales efforts of this 
employe proved so successful. 

Employe salesmen find tips for prospects 
in the advertising sections of newspapers 
and in marriage license announcements. 
“Talking up” telephone service to friends 
and acquaintances has resulted in many 
sales. One employe sold several telephones 
as the result of visits to homes on which 
he noted the absence of telephone drop 
wire connections. 

Another employe, an operator, sold deaf- 
set equipment to two customers. She 
noted a subscriber had difficulty in hear- 
ing her. In the course of a_ personal 
interview which followed, it developed 
that deaf-set equipment was precisely what 
the customer required. So pleased was 
the customer with the courteous assistance 
accorded him that he gave the employe 
the name of another prospect for the same 
equipment. 

The operator’s alertness to the possibil- 
ity of being of service in this instance 
benefited two customers and caused them 
tc think more kindly of the employe and 
the company she represents. 

Special impetus was given to the all- 
employe sales plan last November, when 
an enlarged sales organization was estab- 
lished to more effectively accelerate sales 
work. General department and district 
sales supervisors were appointed who de- 
voted their entire time to the stimulation 
of employe sales work in their respective 
departments. A two-day sales training 
course was given to the sales supervisors, 
who in turn, instructed sales team cap- 
tains in the rudiments of salesmanship 
and its application to telephone sales. 

The captains imparted sales information 
to the members of their teams and in this 
way all employes received sales training 
which equipped them to more intelligently 
Ciscuss telephone service requirements with 
prospects. The sale of special types of 
service, such as private branch exchanges, 
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wiring plans, etc., are handled through 
the commercial department. 

Employes knowing of prospects for spe- 
cial classes of service and equipment in- 
dicate this information, on a prospect form 
provided for the purpose, and forward it 
to the commercial department. 

The all-employe sales program of the 
Wisconsin company has been successful 
because employes have been equipped, by 
special training, with a wider knowledge 
of the business and its product—telephone 
service. Being alive to the opportunities 
presented for selling additional service to 
customers who require it and securing new 
business, the employes of the company 
render valuable service and assistance to 
the public they serve, the company, and 


every man and woman comprising the 
personnel. 
Quick-Thinking Operator Helps 


Save Woman’s Life. 

“Tap, tap, tap—”’ was the only sound. 

“May I help you?” asked Mary Terrio, 
supervisor in the Hillside office of the 
Southern California Telephone Co., Los 
Angeles. Only the strange tapping an- 
swered. Within three minutes an ambu- 
lance was on its way. 


~ 
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The physician learned that an aged 
woman, at home alone, had suffered a 


stroke. She was unable to speak, but had 
managed to dial the operator. 

Then she tapped foot near the 
mouthpiece. Her signal was recognized by 
She was near death, but 
first-aid methods at the hospital revived 
her. Miss Terrio’s quick thinking 
helped to save her life. 


her 
Miss Terrio. 


had 


Leviathan Makes Record on Tele- 
phone Calls to Shore. 

More than 100 telephone calls were made 
from the S. S. Leviathan to telephones on 
shore while the ship was in passage from 
New York to Boston to undergo her an- 
nual reconditioning. While the majority 
of calls were to eastern states, others to 
Canada and to England, as well as to the 
West, were included in the total. 

This is the largest number of telephone 
calls ever made from a ship during one 
voyage. Those on board for this special 
trip were guests of the United States Lines. 

The calls were transmitted over the 
Leviathan’s regular radio telephone equip- 
ment, received at the American Telephone 
& Telegraph Co.’s ship-to-shore receiving 
station, and handled thereafter over the 
Bell System lines in the usual manner. 














er,” or “Hot.” 


blow hot in our faces. 


to pester us. 
our discomfort. 





store for us. 
facts. 
peaches, and sweet corn on the cob. 


before us in rich color. 


and brown-eyed Susans. 


spaces. 


the month of July. 


great purpose—even as you and I. 


would not change his for ours. 





JULY 
By Miss Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, 
Des Moines, Iowa 


When we were children we used to play an indoor game on stormy days 
that made us hot and noisy and the grown-ups cross. 
an article which the others had to find. 
hiding place, the child who hid the article would call out: “Warm,” or “Warm- 


July weather grows warm, warmer and hot as the days go by. 
the “hot” time arrives, one sizzling, pasty day follows another. 
We swelter through sultry, rainy days. 
cause the mosquitoes to sail forth in hungry hordes from wet, dank weeds, 
Cabbage worms and potato bugs make us energetic in spite of | 


July would be a hard month to live through if this were all she held in 
In July the year is in its fullness. 
All the grains in the fields are facts. 
How pleasing is July to the appetite! 

July provides us a feast for the eyes, too. 
corn and ripening grain; fragrant fields of red and white clover stretching | 
Highways are bordered with sunflowers, goldenrod, 
The sky is a brassy dome in the evening. 
There is as much beauty about our doors as there is out in the great open 
Our flower gardens of sweet peas, snap dragons, hollyhocks, and 
others, are a riot of luxuriant color. The bees are gathering their winter 
store of honey from tiny flower cups. 

I have given you only a cross-section of the purpose and loveliness of | 
So do not fume and fret about hot July weather, busy 
mosquitoes, moths plunking against your window screen, or the weird sound 
of a screech owl out there in the dark, because all of these have a part in a 


MoraL: The mosquito thinks his song beautiful, and the screech owl 


One of us would hide 
When anyone came close to the | 


When 
South winds 
Such days 


Cabbages and potatoes are 
And so are the summer apples, 


Fields of shiny, waving young 





















































Washington Holds Annual Convention 


Attendance at Meeting of Independent Telephone Association of Washington 
Larger Than Last Year—Many Addresses Relating to Present-Day Problems 
and Methods for Overcoming Them—Highlights of Program—Officers Elected 


The 17th annual convention of the In- 
dependent Telephone Association of Wash- 
ington was held at Kirkland on Friday 
and Saturday, June 24 and 25. The regis- 
tration was better than 1931 and all who 
attended voted that the convention was 
very successful. 

An excellent program, including most 
of the major items of interest to tele- 
phone companies at present, was presented. 
In addition, delightful entertainment was 
provided by the host and hostess, Mr. and 
Mrs. David Burr, operators of the Lake 
Washington Telephone Co., Kirkland. 

The convention was called to order at 
10:00 a. m. June 24 by President E. R. 
Hannibal, of Everett, general manager of 
the West Coast Telephone Co. David 
Burr, host of the convention, introduced 
Mayor C. E. Newberry, who welcomed the 
convention to Kirkland. Mayor Newberry 
also gave some very interesting experiences 
of early telephone practices and spoke of 
the contrasts with present-day operations. 

President Hannibal in his address at the 
opening session, reviewed the activities of 
the association during the past year and 
outlined the various problems confronting 
the industry at the present time. 

“There is a more or less state-wide, if 
not nation-wide, movement toward rate re- 
ductions,” said President Hannibal in dis- 
cussing some of the problems of the in- 
dustry. “Some of the demands being made 
are very unreasonable, the sole argument 
being that other prices have come down 
and so should telephone rates. 

Without a knowledge of all of the facts, 
such logic seems reasonable and it is up 
to the telephone company to present its 
side of the question so that the public will 
understand why rate reductions are im- 
possible if we are to stay in business. 

It is a false hope to reduce exchange 
rates with the expectation of increasing 
revenues. You will have just as many 
subscribers at $2.00 per month as you will 
at $1.75. Generally speaking, telephone 
companies furnish service at actual cost. 
There is no wide margin of profit in good 
times to build up a surplus for bad times, 
and a difference in revenue of 25 cents per 
station per month may mean the differ- 
ence between operating and receivership. 

Drastic economies of operation which 
cannot be extended much further, have 
made it possible for most of us to balance 
our budgets so that we are still living 
within our incomes. Unfair reductions in 
rates, however, would make it impossible 
for us to continue to operate without seri- 
ously affecting the service rendered and 


the maintenance of the capital invested. 
In my opinion, therefore, we should resist 
to the supreme court, if necessary, any 
attempt to cut our rates below reasonable 
and just figures. 

Taxes and Legislation. 

“The matter of taxes is now receiving 
attention such as it never had before, but 
unless telephone companies are on the alert 
and insist upon reductions such as may be 
made on other classes of property, we can 

















In His Annual Address Before the Wash- 
ington Convention, President Hannibal 
Reviewed the Activities of the Association 
During the Past Year. He Also Briefly 
Discussed Rate Reductions, Taxes and Leg— 
islation, and Operating Costs. 


still expect to be the target for politicians 
and public ownership fanatics in devising 
new methods of adding to our tax burdens 
which now represent as high as 18 per 
cent of our gross revenues. 

In times like these we may also expect 
all sorts of freak legislation which can 
have serious effects upon our business, 
even to the point of confiscation. 

Most of this legislation is closely allied 
to the matter of taxes. In addition to the 
common property tax, we hear of all sorts 
of special taxes such as state income taxes, 
privilege taxes, excise taxes on collections, 
capital stock taxes, gross revenue taxes, 
inspection taxes, toll message taxes, taxes 
in the form of free service, taxes on poles, 
franchise taxes and many others. 

“With these facts facing us, our in- 
genuity is also going to be taxed to the 
limit to devise ways and means of meeting 
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great revenue losses and still remain oper- 
ating. We cannot shut up our shop like 
an industrial plant. We must pay our 
taxes, bond interest and other fixed 
charges, maintain our payrolls at a scale 
consistent with the times and keep plug- 
ging along, as the operator said. 

I am sure that, hard though these times 
are, we will emerge toughened by adver- 
sity and will be able to better withstand 
future storms. When our children com- 
plain about the depressions they will un- 
doubtedly experience after we have retired, 
we can tell them how hard it was back in 
_ 

Following the president’s address, E. F. 
Helliwell, general commercial superintend- 
ent, British Columbia Telephone Co., Van- 
couver, B. C., Can, gave an extremely 
interesting outline of telephone practices in 
British Columbia. 

He gave some interesting facts regard- 
ing the territory covered by his company, 
stating that it covered an area of nearly 
373,000 square miles, a territory as large 
as the combined states of Washington, 
Oregon and Idaho, with a population of 


approximately 600,000. The company 
operates a total of 74 offices and 117,000 
telephones. 


He described the new trans-Canada toll 
line opened in January, and gave some 
interesting items regarding the difficulties 
encountered in the construction of this line 
over the extremely rough mountainous 
country of British Columbia. 

Mr. Helliwell pointed out that British 
Columbia has the highest telephone devel- 
opment of any province in Canada. Latest 
figures show there are 18.30 telephones per 
100 of population. The cities of Vancou- 
ver and Victoria have unusually good tele- 
phone developments, Vancouver with 30.77 
telephones per 100 of population in ex- 
change area and Victoria with 30.26 tele- 
phones per 100 of population. 

He pointed out that the telephone 
development in Vancouver was only sur- 
passed by that of San Francisco and Wash- 
ington, D. C., while Victoria was in 
seventh place. 

Mr. Helliwell brought out many inter- 
esting features of operating practice. He 
stated that they are not relaxing their 
regulations in regard to collections and 
are meeting agitation for rate reductions 
by publicity to explain the position of the 
company. Reductions in wages have 
necessarily been made to meet the drop in 
operating revenues. 

One method of saving money is the 
lengthening of the directory period. He 
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described the employes’ sales plan they 
are using, stating that they were not 
attempting any high pressure selling and 
were not making selling competitive among 
the employes by the establishment of 
quotas. 

A study of the equipment sold by em- 
ployes under their plan showed that 90 
per cent of this equipment was still in 
service six months later and he believed 
that 87 per cent of the business is that 
which would not otherwise have been 
received. He stated that about 30 per cent 
of all employes have produced sales under 
the plan. 

He brought out an interesting item in 
regard to toll sales. The company had 
two men spend their entire time calling on 
toll prospects and pointing out to them 
where long distance could be used to good 
advantage. Out of 750 toll prospects 
called upon, a study of the toll bills of 
these prospects show an average increase 
of about 6.2 per cent over bills of the 
same prospects prior to the installation of 
this plan. 

The company also employs two men on 
equipment survey work. The time of 
these men is spent largely in preventing 
take-outs of existing switchboards and 
other items. 

Mr. Helliwell also brought out some 
interesting items with reference to the 
use of radio telephone to Powell River, 
Ocean Falls and Prince Rupert. By the 
use of short wave transmission, which 
operates to the best advantage during day- 
light hours, they are enabled to provide 
only daylight operation. This, however, is 
very successful and it is possible, by the 
use of radio, to reach far distant points 
which would be impossible to reach in any 
other way. 

Mr. Helliwell’s address led to consider- 
able discussion and he answered a great 
many questions. 


Collection Practices. 

One interesting point brought out was 
the discount of $1.00 per month which the 
British Columbia Telephone Co. uses. In 
other words, if a subscriber pays his bill 
before a certain date of the month a dis- 
count of $1.00 is made. 

If by any chance a subscriber has over- 
looked payment of his bill, he may secure 
the benefit of the discount before the last 
day of the month by the payment of the 
current bill and one month in advance. 

The result of this practice is that the 
collection percentage of the telephone com- 
pany is extremely high. 

At the Friday afternoon session the first 
address was by J. H. Kelly, sales manager, 
Graybar Electric Co., who presented 
“Problems of Distribution” from the job- 
ber’s standpoint. Mr. Kelly pointed out 
the necessity for the functions of the job- 
ber and stated that even though both the 
manufacturer and the consumer felt that 
perhaps the jobber is an extra cog in the 
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wheel, no better method of distribution had 
yet been devised. 

A very interesting address on “New 
Developments in Traffic Practices” was 
given by J. P. Collins, division traffic man- 
ager of the Pacific Telephone & Telegraph 
Co. Mr. Collins pointed out the new 
developments being made in switchboard 
design for the small exchange. He also 
stated that on account of business condi- 
tions they had been forced to more or less 
discard former theories and practices in 
regard to traffic loads and operating labor 
schedules. 

He stated it had become so necessary to 
watch these items closely that they have 
adopted a more or less cut-and-try method 
of arranging their operators’ schedules so 
as to secure the greatest efficiency at the 
least cost. 


Better Public Relations. 

Following Mr. Collins’ address, W. M. 
Anderson, general manager of the Inter- 
state Telephone Co., of Spokane, gave a 
very interesting address on “Better Public 
Relations.” He brought out the general 
points to be considered in this work and 
outlined in detail the methods used by his 
company in furthering. better relations 
between the company and the subscriber. 

He also incidentally brought out points 
regarding the operation of the new tax on 
toll messages which were the result of a 
conference he had held with a representa- 
tive of the Internal Revenue department. 
This feature was very timely, as instruc- 
tions had not yet been received as to the 
operation of this law. 

T. M. McIntyre of the Washington 
State Tax Commission, gave an excellent 
outline of present-day taxation methods. 
He described the various theories under- 
lying the imposition of the taxes and 
pointed out where the general public could 
improve the situation. 

Mr. McIntyre stated that the present 
high taxes were entirely due to the 
demands made by the public for additional 
functions of government and that the only 
way to reduce taxes was to eliminate all 
governmental functions other than those 
which are necessary for the welfare of the 
country. 

Following Mr. McIntyre, A. E. Boyles, 
Olympia manager of the Pacific Telephone 
& Telegraph Co., pointed out “Trends of 
Legislation” affecting the telephone and 
other utility industries. He described the 
functions of a franchise for the use of 
streets and public thoroughfares and ex- 
plained why the old practice of specifying 
the price at which service could be sold 
for the period of the franchise had be- 
come obsolete. 

He said it became obvious that rates 
and service regulations could not be 
predicated in advance over long periods of 
time and particularly rates could not be 
contracted over speculative future periods, 
the economic conditions and facts of which 
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periods were yet to be determined. This, 
he said, led to the growth of police power 
or regulation by the states and the federal 
government over the rates and services of 
public utilities. 

He pointed out that the greatest amount 
of legislation we might expect in the future 
is that relating to taxation. 

Mr. Boyles’ address closed the afternoon 
session. Golf at the Overlake Golf and 
Country Club was enjoyed by quite a 
number of those attending the convention, 
and a yacht ride on Lake Washington was 
taken by a number of others. 

The annual banquet that evening was 
held at the Overlake club and was pre- 
sided over by W. M. Anderson, general 
manager, Interstate Telephone Co., who 
was an excellent toastmaster. A _ very 
delightful program was furnished, which 
was followed by dancing. 

At the Saturday morning session the 
first address was that of H. E. Conlee of 
the Automatic Electric Co., who told of 
the latest developments in automatic 
telephony and pointed out the possibilities 
of the use of this type of equipment for 
very small exchanges. 


Sales and Advertising Methods. 

Following was an excellent address, 
illustrated by charts and pamphlets, pre- 
pared by Wm. E. Everett, sales manager, 
West Coast Telephone Co. In this address 
were brought out the sales and advertising 
methods which were proving so successful 
in the operation of the West Coast com- 
pany. 

It was pointed out that in 1931 each 
employe of the company had made one or 
more sales and that by July 1, 1932, this 
same record will have been duplicated. He 
said that the employes’ sales plan resulted 
in an average of 12.25 sales for each 
employe during 1931 and that for the first 
five months of 1932 sales per employe had 
averaged 5.64. 

These sales were secured by employes 
on their own initiative and on their own 
time. It was pointed out that the em- 
ployes’ sales plan had accomplished a 
great many things, among them the follow- 
ing: 

It has given all employes invaluable sales 
experience, discovered dormant ability in 
many individuals, knitted the personnel 
into a sturdy, smooth-running sales ma- 
chine, helped raise the morale of the com- 
pany to a level never before reached, and 
contributed many thousands of dollars in 
new business just when it was needed the 
most, much of which would not have been 
secured otherwise. 

Fred K. Baker, director of the Depart- 
ment of Public Works of Washington, 
gave a very interesting talk on the work 
of the department, which is the regulatory 
body for the state of Washington. He 
told how the present agitation for de- 
creased rates in all utilities has multiplied 

(Please turn to page 20.) 











Vermont’s Annual Convention Profitable 


Two-Day Meeting of Vermont Telephone Association Filled With Varied 
Activities—General Meeting Addressed by Governor and Prominent Tele- 
phone Men—Plant and Traffic Meetings Discuss Practical Phases of Work 


At the 
Vermont 


12th annual convention of the 
Telephone Association at the 
Hotel Van Ness, Burlington, June 23 and 
24, there was a better representation of 
operating companies than in previous years. 
A variety of current subjects were dis- 
cussed by the speakers and, altogether, it 
was declared a good convention. 

There were two fine plant meetings and 
two interesting traffic conferences, in addi- 
tion to the regular convention sessions. 
One telephone man attending the conven- 
tion made the statement that “it would be 
fine for our country if the spirit of all the 
people could be like that of the telephone 
men and women who attended the Ver- 
mont convention.” 

Entertainment Features. 

At the close of the convention session, 
on the first afternoon, a boat ride to Basin 
Harbor, and a dinner at Basin Harbor 
Lodge were much enjoyed. Following the 
final session on June 24, the convention 
attendants were guests of the New Eng- 
land Telephone & Telegraph Co. at a 
dinner at Hotel Vermont. 

The morning session on Thursday, June 
23, was devoted to the annual. address of 
President C. D. Cushing, of Bethel; the 
report of Secretary-Treasurer F. Harding 
Chessmore, of Richmond; the election of 
directors and the appointment. of commit- 
tees. 

Following a buffet luncheon served in 
the convention hall by the association the 
afternoon session was called to order by 
President Cushing, general manager, White 
River Valley Telephone Co., Bethel. An 
address of welcome on behalf of the city 
of Burlington, was given by Harry L. 
Ford, secretary, Chamber of Commerce. 
Governor Stanley Wilson of Vermont was 
then introduced to present the first address 
of the afternoon’s session. 

Economic Conditions in Vermont. 

Although Vermont is affected by busi- 
ness conditions that prevail throughout the 
nation, said Governor Wilson, the people 
of the state have cut their garment accord- 
ing to their cloth. The state budget is 
balanced, municipalities are spending with- 
in their incomes and the people are buying 
only those things they can pay for. He 
also stated that he did not believe that the 
way to end depression was to spend enor- 
mous sums of money for work that was 
not needed. 

Stephen Cushing, chairman of the Ver- 
mont Public Utilities Commission, stated 
that utility regulation was designed to 
maintain a balance between the utilities 
and the public and that it had been the 


policy in Vermont to respect the rights of 
both. 

E. M. Harvey, chairman of the Ver- 
mont Public Utilities Commission, said 
that although tax levels had been in- 
creased, the cost of collecting taxes had 
been reduced. 

C. S. Pierce, vice-president and general 
counsel of the New England Telephone & 
Telegraph Co., in his address spoke of 
requests that telephone rates be reduced to 
conform to commodity price levels. He 
said the answer should be that interest, 
taxes and depreciation charges of utilities 
do not decrease in times of depression and 
that it is impossible to reduce the amount 
of plant in service when telephones are 
disconnected and revenues decrease. 

The latter part of Thursday afternoon 
was devoted to a commercial and plant 
conference with C: M. Goodrich, general 
manager, Northfield Telephone Co., North- 
field, as chairman. The subjects presented 
dealt with rates,- financing, sales, collec- 
tions, plant matters and a_ transmission 
demonstration. 


Demonstration of Noise Induction. 

A demonstration of noise induction was 
given by J. W. Kidder, of Boston, Mass., 
engineer of transmission and protection, 
New England Telephone & Telegraph Co. 
This demonstration was followed by a 
general discussion of joint lines, high-ten- 
sion crossings, transpositions and accident 
prevention. 

The traffic conference on Thursday 
afternoon was presided over by Miss Mary 
L. Ryan, connecting company supervisor, 
New England Telephone & Telegraph Co. 
An interesting discussion was given of the 
application of the federal tax to telephone 
messages. Recent changes in toll operat- 
ing practices involving tributary offices 
were reviewed, after which a general dis- 
cussion concluded the session. 

Arrangements had been made for a 
delightful boat trip to Basin Harbor on 
Thursday evening, and dinner was served 
at Basin Harbor Lodge upon the arrival 
of the guests. Music, entertainment and 
dancing were furnished and a delightful 
evening. was reported by all. 

On Friday morfiing, June 24, the general 
session was opened by Chairman A. W. 
Foote, of Middlebury, president of the 
Shoreham Telephone Co. 

Richard Whitcomb, general sales man- 
ager, northern area, New England Tele- 
phone & Telegraph Co., in his address said 
that an aggressive sales campaign was 
essential at all times, particularly in time 
of depression. A sales program should 
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increase revenue, acquaint the public with 
the service telephone companies have to 
sell and bring about a friendly and sympa- 
thetic attitude on the part of the public. 

The chairman of the plant conference 
on Friday morning was E. J. Burns, White 
River Valley Telephone Co., Bethel. Sta- 
tion installation, station wiring and protec- 
tion, soldering, wire splicing with sleeves, 
locating line and station troubles, rural 
line construction, transmission testing and 
central office maintenance, transmission 
requirements and preventative maintenance 
were the main subjects discussed. 

The traffic conference on Friday morn- 
ing was again in charge of Miss Mary L. 
Ryan. The main topics under discussion 
were tributary toll arrangements, teletype- 
writer service and trans-atlantic service. 

Closing Session. 

H. J. Radcliffe, Boston, Mass., super- 
visor connecting company accounting, New 
England Telephone & Telegraph Co., was 
chairman of the accounting conference 
held on Friday morning. The convention 
closed with a noonday dinner at the Hotel 
Vermont given by the New England com- 
pany. 

A tribute to the people of Vermont was 
made by a telephone man in the following 
statement : 

“After the disastrous flood of 1927, that 
took such a heavy toll of life and property, 
the people of Vermont had a job to re- 
adjust things, but five years have passed 
since the flood and few scars remain. The 
work of restoration has been well done. 
Now another kind of trouble is upon us— 
the depression. This means plenty of hard 
work but these people have the courage 
and the faith to work and do it.” 


Brings in 1915 Telephone Bill 
Thinking It Current One. 

A cashier of the Southwestern Bell Tele- 
phone Co. in Pine Bluff, Ark., was startled 
recently when she examined a telephone 
bill placed on her counter by a tall negro, 
who tendered the necessary $2.00 to pay it. 

She read the date, 1915, and wondered 
if the accounting machines had somehow 
gone wrong, but the bill actually was 17 
years old, and the customer’s charge for 
service had not altered in that time. 

Asked how he happened to have this 
bill, the customer. said he thought it was 
the current bill. His wife had handed it 
to him and told him to pay it, “’cause ah 
thinks it’s pass due.” 

The bill was clean and well kept. The 
containing envelope bore a Little Rock 
postmark, dated in 1915. 
















Telephones in the Philippine Islands 


Growth of the Telephone in the Philippine Islands Has Been Slow as Appro- 





priations Were Difficult to Obtain—City of Manila, 300,000 Population, Has 
Most Up-to-Date Service in the Islands—Problems That Arise in Systems 


Telephones were introduced into the 
Philippine Islands by the Spaniards in the 
late 80s. They were of the large magneto 
wall type and were highly decorated and 
carved, following European ideas of those 
times that anything to be attractive had to 
be fancy. 

The telephone system was confined to 
Manila, where it was operated by a Spanish 
company. It was rather expensive to have 
a telephone in the early days and -in 1905 
there were only about 300 in use. 


There were no telephones in any other 
part of the islands until the American army 
came in 1898 and put in field telephones 
in various parts of the country. This sys- 
tem was also open to the public and was 
the foundation of that in operation at the 
present time. 

Each province has its own telephone 
service, used chiefly for government pur- 
poses and operated by the respective mu- 
nicipalities. Not many of these are up-to- 
date, for it is difficult to obtain appropria- 
tions for a system that is working more 
or less satisfactorily, especially in times of 
economic depression. 

The telephone service of Manila operated 


By Walter Buchler 


by the Philippine Long Distance Telephone 
Co. is the most up-to-date in the islands. 
As far back as 1918 the company started 
to install automatic equipment and it is 
now equipped with the latest automatic 
step-by-step system. 

There are six automatic exchanges 
equipped to handle 100,000 lines as well as 
one small manual exchange for Caloocan, 
a district of the town. At present less 
than 20,000 telephones are in use, but the 
number is gradually increasing with the 
growing population of Manila that is be- 
coming more and 
more telephone- 
minded. 


Manila covers 
only a compara- 
tively small area 
with a_ population 
of some 300,000. 
Practically all busi- 
ness people in town 
have telephones in- 
stalled in their of- 
fices. In private 
residences, A mer- 
ican and European 




















residents, as well as natives of a fairly 
high economic standard of living, have a 
telephone. Subscription rates are six pesos 
(one peso equals about 95 cents) per month 
for residential purposes ranging up to 15 
for business. 

There is a long-distance telephone line, 
operated by the same company, extending 
to the city of Baggio in the north, a dis- 
tance of 303 kilometers. There is no other 


long distance telephone line in the islands, 
and the government telegraph service is 
used for communication between islands. 




















Some Views of the Battery Room and Other Equipment in the Central Telephone Exchange in Manila, Philippine Islands. 
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In Manila 
the Philippine Long Distance Telephone Co. Operates the Telephone System, Which Is the Most Up-to-Date in the Islands. 
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There is no automatic telephone ex- 
change publicly owned in the provinces, but 
there is one sugar center which has an 
automatic telephone system installed, all 
the others being manual. Subscription 
rates for these range from six to ten pesos 
monthly. As in most Oriental countries, 
news travels very quickly in the Philip- 
pines, mostly by word of mouth or, as it 
is often termed, by “bamboo telegraph.” 

Telephone systems in the Islands have 
the usual difficulties to contend with as 
are met in tropical countries. Humidity 
is the principal enemy, and in Manila an 
attempt is made to maintain air conditions 
by the use of fans and artificial heat. 

Then there is a cable bug, a problem 
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WASHINGTON HOLDS AN- 
NUAL CONVENTION. 
(Concluded from page 17.) 
their problems many fold and has increased 

their work a great deal. 

He stated that the department realized 
the many problems and difficulties be- 
setting the industry at the present time 
and that it tried to sympathetically under- 
stand these problems in all actions taken. 

Mr. Baker was followed by Frank Rus- 
sell, of the Kellogg Switchboard & Supply 
Co., who gave a very interesting talk on 
“Today’s Switchboard and Tomorrow’s 
Profits.” Mr. Russell pointed out the ad- 
vantage of a manual common battery 
switchboard in the smaller exchanges and 





View of An Attractive Telephone Exchange Building in the Philippine Islands. 


more of days gone by than the present; 
every effort is made to prevent electrolysis 
in underground cables by proper bonding 
and grounding at points that exhibit a dif- 
ference in voltage. This electrolysis is due 
to the chemical composition of the soil 
owing to its volcanic. basis. 

Creosote is used to a great extent as a 
protection against the ravages of white 
ants. It has been found that while an 
untreated pole will last three years, native 
poles creosoted will stand 10 years and 
more. Ninety per cent of the telephone 
wires in Manila are underground, but up 
country they are all overhead. 

The company in Manilla maintains a 
repair shop for its own minor repairs. 
Any major repairs, such as transmitters, 
are sent back to the United States, a suf- 
ficient supply of spares being in stock to 
carry them over any emergency. The com- 
pany employs 600 people, all under the 
supervision of American experts (14 in 
all). The Filipino staff is composed of 
men and girls, trained locally, who per- 
form the work very satisfactorily. 

The policy followed in some Oriental 
countries of sending young men to the 
United States or Europe to train as tele- 
phone engineers has, so far as the writer 
has been able to ascertain, not been adopted 
or attempted in the Philippine Islands. 


stated that switchboards have now been 
developed along this line which were more 
economic to operate than magneto systems. 

A combined address on the problems of 
mutual telephone companies was presented 
by L. B. Judy, general manager of the 
Skagit Valley Rural Telephone Co., Mount 
Vernon, and L. A. Jones, secretary of the 
Farmers’ Mutual .Telephone Co., Lynden. 

In Mr. Judy’s paper the growth and 
development of mutual companies was 
described and some very convincing argu- 
ments as to the desirability of this form or 
organization under certain conditions were 
presented. 

Mr. Jones brought out similar items al- 
though he stated that his company is not 
a strictly mutual company as it also serves 
others than stockholders and reports to the 
various regulatory bodies. 

The last number on the program was an 
address, “Transmission of Intelligence,” 
by T. M. Libby, technician, the Pacific 
Telephone & Telegraph Co. This address 
was illustrated by lantern slides and 
showed the latest developments in speed in 
telegraph messages and the newest ad- 
vances in the use of carrier in telephone 
transmission. 

He showed how it was possible to carry 
a great many telephone and telegraph mes- 
sages over the same pair of wires at the 
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same time without the slightest confusion. 

At the close of the convention the nomi- 
nating committee recommended the re- 
election of E. R. Hannibal, of the West 
Coast Telephone Co., as president, and 
J. W. Baker, of the Interstate Telephone 
Co., as secretary-treasurer of the organiza- 
tion. L. A. Jones, of the Farmers’ Mutual 
Telephone Co., London, was nominated as 
vice-president. 

Directors nominated: W. M. Anderson, 
Interstate Telephone Co.; Lloyd F. Gates, 
Bothell Telephone Co.; E. J. Stover, 
Skagit Valley Rural Telephone Co.; 
Eugene Smith, Chewelah Telephone Co.; 
and David Burr, Lake Washington Tele- 
phone Co. 

A motion was made that the recom- 
mendation of the nominating committee be 
accepted and that the secretary be instruct- 
ed to cast a unanimous ballot for those 
recommended. This motion was carried 
and those nominated were declared elected 
as officers of the organization. 

Upon invitation of the Farmers’ Mutual 
Telephone Co., of Whatcom County, it was 
decided to hold the 1933 convention in 
Whatcom County, the place to be decided 
later as a choice between Lynden and 
Bellingham. 





Moscow Telephone Officials Cut 
Calling Phrases. 

Applying American efficiency methods, 
telephone officials in Moscow recently de- 
cided that too many formalities have at- 
tended the procuring of a number in the 
system serving the Russian metropolis. 
Consequently they have ordered abbrevia- 
tions in the ritualistic conversation which 
the telephone user and the operator have 
hitherto indulged in as follows: 

“127,” acknowledged the operator with 
her individual number by which she may 
be identified for complaints. 

“3-77-97,” said the caller, giving the 
number he desired. 

“3-77-97”, repeated the operator. 

“Da” (yes), the caller confirmed. 

“Pozvonila” (have called), the operator 
replied. 

“Spasibo” (thank you), the caller re- 
turned. Without thanking the operator it 
was impossible to get a number. 

In their effort to improve matters, the 
officials first cancelled the “spasibo” and 
shortened the “pozvonila” to “gotovo,” 
meaning “ready.” Lately the procedure 
was further shortened by substituting the 
two-syllable word “daiu,” meaning “I do” 
or “I give,” for the three-syllable “gotovo.” 


Prices in the Metal Markets. 


New York, July 5: Copper—Quiet; elec- 
trolytic, spot and future, 53gc. Tin—Barely 
steady; spot and nearby, $20.40; future, 
$20.70. Lead—Spot, New York, 2.85c; 
East St. Louis, 2.70c. Zinc—Barely steady ; 
East St. Louis, spot and future, 2.65c. 
Antimony—5c. Quicksilver—$56.00@58.00. 
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The Type 94 Dial is a Strowger product AND the world’s finest The Shop Window 


directs attention to some of 
dial—a claim well justified by its unfailing per- the outstanding developments 
formance under the most exhaustive tests and conditions in both the laboratory in both the Strowger automa- 
and everyday use. Progressive telephone administrations have consistently ac- tic telephone and associated 
knowledged the claims of this “!000-year dial," as witness the recent large fields originated and matured 
order for type 24 dials for the new Strowger networks in South Africa. in the Strowger laboratories 


and works. 
Automatic Electric Company, Ltd. 


Formerly: Automatic Telephone Manufacturing Co., Ltd. 


Associated Company: 
Strowger Works, Liverpool, England 


The International Automatic Telephone Co., Ltd., London 
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The handsome appearance and simple 
construction of the Strowger Fire 
Alarm Box are shown in the above 


two views. 
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REVENUE PRODUCERS 
For Telephone Come 











‘ 1. The Strowger Fire Alarm System 


"HAT telephone companies must undertake aggres# 


grams, not only to secure new and extension telep 
but also to promote every conceivable auxiliary servi 





there is a market, is generally recognized by foremofe 


executives. 


In tune with this modern trend, Automatic Elec 
offers a number of remunerative and highly practicab 
services for telephone companies to merchandise. OQ 
the Strowger Fire Alarm System. This is a highly pe 


proven system, incorporating in its design and operatig 
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standing advantages hitherto unobtainable in such aff 


large number of cities, both large and small, have alre 
their antiquated systems with this modern equipment. 


With this system, the telephone company can ret 
cable pairs already installed and can either sell or rent 
fire alarm equipment to the municipality also. City cc 
cases are more than willing to arrange long-term cont 
telephone company for use of cable facilities and for 
of the system—thus adding a regular and appreciabl 


come to the company's revenue. Write for literatura 


information. 


“Modern Telephone Services for the Modern Age” is the ti 
a new booklet on auxiliary services. Send for your copy ‘ 
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Exclusive Sales Agents 
In United States and Possessions 





AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 
1033 W. Van Buren St., Chicago, U. S. A. 








When communicating with Automatic Electric Co., please mention TELEPHONY. 
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The Strowger Fire Alarm Box and equipment pictured here are 
et installed at Park Ridge, Illinois, having been in service for two 





years providing complete fire alarm service of the most modern 
type to this city. 








Exclusive Export Distributors 





© 
hatic Electric Company AUTOMATIC ELECTRIC SALES COMPANY, LIMITED 
1027 W. Van Buren St., Chicago, U. S. A. 





“ers of Strowger Automatic Dial Telephone and Signaling Systems 


AUTOMATIC ELECTRIC SALES COMPANY, S. A. 
CHICAGO, U. S. A. 


22, Rue du Verger, Anrtwerp, Belgium 





When communicating with Automatic Electric Co., please mention TELEPHONY. 
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Outside Plant Men Talk Things Over 





The Cable Splicer’s Unexpected 
and Wild Ride. 
3y Tue Orp Case SPLicer 

We have all heard much about the 
famous and exciting ride made by Paul 
Revere on a horse, but I will wager that I 
took a ride much quicker, faster and ex- 
citing, although not so long or famous, on 
a cable car. The ride of a cable splicer 
would, of course, not cause as much ex- 
citement as Paul’s, because the 
could not afford a press agent. 

It all happened in a little town out west 
years ago when I was working clearing 
trouble on an aerial cable. This particular 
cable was strung on very high poles, which 
were not uncommon in those days. It ex- 
tended through the commons and out into 
a field, where it made a right-angle turn 
with the two customary down guys. 

It had been raining for several days 
and the ground was thoroughly soaked. 
Of course I did not examine the down 
guys to determine their strength before I 
started riding the cable with my clumsy 
old cable car. I had pulled myself along 
several spans and found no trouble, so was 
not in the best of humor when I started 
on the next span which ended at the corner 
pole in the field. 

The old car stuck on a bunch of han- 
gers, and I gave it a yank. When it let 
loose, the messenger oscillated up and down 
like a baby’s jumper. Something crashed, 
and I looked up just in time to see the 
old corner pole break off as the anchor 
pulled up. 

I stayed with that old car like the skip- 
per of a sinking ship, for the simple reason 
that I did not have time to do anything 
else as the car went down that grade like 
nobody’s business. I was dragged through 
the branches of a tree, which scratched me 
up considerable; barely missed an orna- 
mental lamp post and hit the ground with 
such force that it knocked the wheels off 
the cable car and the wind out of me. 

I was not hurt much, but I shall never 
forget my wild ride on that runaway cable 
car. I didn’t have to bother looking for 
the trouble any more for they strung a 
new one, and I spliced it in. 


splicer 


Use Defective Tools an’ You'll 
Regret It, Buddies! 
By JAKE, THE LINEMAN. 


Mornin,’ buddies ! 
day? 


How you feelin’ ter- 
Hope you feel ’bout like a frisky 
two-year-old. If you ain’t feelin’ so good 
you might amble down to yer family doc- 
tor an’ have him give you the once over. 

If he hasn't looked you over fer quite 
a spell, better look him up cuz it’s a lot 
cheaper to check a disease ’fore it gets a 


good start than it is to. stop it after it 
gets started. 

The other night I read in the paper 
*bout a queer sorta accident. A feller had 
parked his car an’ fer some reason er 
other he left it in reverse. When he came 
back to the car he fergot all about it bein’ 
in reverse, an’ as he had to crank it, he 
just turned on the key an’ went aroun’ 
to twist the crank. 

The car started an’ jumped backwards. 
Two women were caught by it an’ crushed 
*gainst another car. One of the women, 
young and the mother of four little kid- 
dies, died instantly. The other woman still 
lingers between life and death. 

Why do innocent humans have to keep 
on paying for careless humans’ mistakes? 
The case I have just described is but one 
out of hundreds that occur daily. Some- 
thing should be done to stop such a loss 
of lives, but not much is done. Why? I 
don’t know “why,” but I do know that 
all of you buddies can help the cause of 
safe drivin’ by practicin’ an’ preachin’ it! 

Well, I guess we'll take up a few sig- 
nals on tools, fer we ain’t had nothin’ ’bout 


tools fer a long time. If everybody’s settin’ 


perty comfortable like, we'll start: 


Do not let the file yer usin’ slip over the 
work fer this is sure one good way ter 
dull its teeth. 

Only a foolish, careless imbecile will hang 
a saw ona bench or wall in sich a manner 
that its teeth will scratch or cut some- 
one. 


Never lay down a tool yer workin’ with, 
with the cuttin’ edge toward you. 

Oil is good fer saws. After you’ve finished 
usin’ a saw it’d help a lot if you’d rub 
it down with an oiled rag. 

The teeth of a saw must be protected. 
No matter where you place yer saw, al- 
ways make sure that no other tools will 
knock against the teeth. 


Use yer eyes when yer usin’ a hammer an’ 
you won't have mashed fingers. You 
can’t hit where you ought’er if yer lookin’ 
some place else! 

Screwdrivers should not be used when 
they have rounded or chipped points. 
Turn ’em in an’ get some new ones! 

Every two months yer body belt an’ safety 
should be cleaned an’ dressed. I’ve found 
that the best treatment fer yer belt an’ 
safety is as follows: 

1. Take a sponge which is jist damp 
and wipe off the dirt that ain’t imbedded. 

2. Rinse out the sponge and then take 
a cake of castile soap and work up a 
thick lather. 

3. Wash the whole belt er strap. This 
treatment will take out the dirt that is 
imbedded. 

4. Dry belt er strap with a dry rag. 

5. Get some saddle soap an work 
up another good lather with it. 

6. Rub the lather well into all parts 
and then put in some shady place to dry. 

7. When it’s almost dry, rub hard 
with a dry cloth. 
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Careless humans sometimes use a hammer, 
a hatchet, a mallet or an axe when the 
handle is loose. As a result they usually 
either hurt themselves or somebody else. 

Hazards are plentiful enough without cre- 
ating another by using a screwdriver to 
pry with. Many a feller has lost one 
of his eyes jist ‘cause the screwdriver 
broke under the strain and the broken 
part flew backwards, hittin’ his eye! 

Exercise plenty of care when usin’ a claw 
hammer to yank out nails. Sometimes 
they slip an’ the nail goes through the 
air. 

Accidents don’t “happen.” As a rule 
they’re caused by somebody’s careless 
act! 

Pray take heed from this accident: Pat 
was workin’ up "bout 16 feet from the 
groun’ on a pole. He had his strap 
aroun’ the pole an’ was a-leanin’ back 
in his belt when his safety broke at the 
buckle. Pat fell from the pole an’ 
sprained both wrists, his back an’ his 
ankles. Investigation disclosed that the 
strap was three-fourths worn through 
aroun’ the buckle, the sewing torn an’ 
not riveted. Poor Pat evidently never 
inspected the bloomin’ thing. 


Tom tried to raise a manhole cover with 
a pick. The pick slipped, the cover fell, 
an’ Tom had three broken toes. Morac: 
Use tools fer the job they were made fer 
an’ you won't have a bit of trouble. 

Otto reached into his tool bag fer a tool 
but "fore he got the tool he cut his 
thumb on a chippin’ knife. He failed to 
care fer the wound; it became infected 
an’ he dern near lost his arm. Nuff 
said! 

Once in a while I hear of a feller wearin’ 
his goggles but not wearin’ them in the 
right place. Jim was drillin’ a hole in 
a brick wall. A piece of steel broke 
off the drill an’ landed in his left eye. 
Jim had his goggles on but he had ’em 
pushed up on his forehead. 

Luke was a central office repairman but 
now he is unemployed. The reason: Luke 
placed a step ladder unopened against 
the end of the switchboard. The lad- 
der slipped an’ Luke fell. He broke an 
accident record that had been goin’ fer 
two months. 

Safe-minded employes can make all tools 
safe. Tools do as you say—treat ’em 
right an’ they’ll do right by you. 


There you are, buddies! Learn all of 
those signals an’ I think you'll benefit. 
When buyin’ tools don’t buy cheap ones 
fer even though they may look good, after 
a little use they sure show their poor 
quality. Buy good tools made by a repu- 
table manufacturer and sold by reputable 
dealers. Good tools will serve you faith- 
fully an’ safely but cheap tools become 
hazards after a little wear. 

Guess I’ll be ramblin,’ but ’fore I go 
I'd like ter leave our Safety Thought fer 
the comin’ week with you: 


“I shall care for my tools an’ they will 
care fer me.” 


So long! By the way, I may have the 
grades fer you next Saturday. 
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Here and There in Telephone Work 





Gives Rural Subscribers More 
Service for Their Money. 

The Weyauwega Telephone Co., Weyau- 
wega, Wis., in an effort to give more servy- 
ice for the customer’s dollar, has extended 
to rural subscribers a new free service. 

Between the hours of 2 and 3 p. m. it 
sends out a general ring, on each rural 
line, which is a signal for every one on the 
line to answer. The correct time is then 
given, together with any items the farmers 
send in. 

“It has been our experience in talking 
with the farmers,” the company announce- 
ment stated, “that there are often small 
items which they have for sale or exchange 
which, while the amount would hardly 
justify an advertisement in the paper, 
would still be a help could they be placed 
in the right hands. It is for this class of 
service that we are trying this experiment. 

“If you have anything for sale or ex- 
change, if you want a hired man, if you 
have lost or found anything, if you have 
a fire or other emergency, call the operator 
at any: hour of the day or night, giving 
her your telephone number and the infor- 
mation it is desired to be broadcast. 

Except in case of an emergency the item 
will be broadcast the next day. In case 
of an emergency, of course, the message 
will be sent out in your immediate neigh- 
borhood at once. 

This service is wholly for you and will 
be continued only if you use it. 

Please cooperate with us in keeping the 
line clear between these hours and let us 
have your comments and suggestions.” 


Telephone Arrangement for Han- 
dling Credit Bureau Records. 
Celerity and accuracy are the two most 

necessary requirements of an up-to-date 

credit bureau. When credit information is 
desired, it usually is wanted while the cus- 

tomer is at the telephone or within a 

period of a very few minutes thereafter. 

The employment of efficient telephone set- 

ups is, therefore, one of the most impor- 

tant features of the management of a 

bureau. 

The Credit Reporting Co. in Portland, 
Ore., which has the records of more than 
300,000 individuals, has solved the prob- 
lem of speed in an original telephone ar- 
rangement which employs the use of three 
order turrets with four positions each and 
certain relay and holding features which 
make possible immediate and accurate 
handling of calls, regardless of the type 
of information desired. 

Twelve girls seated at the turrets re- 
ceive calls from customers and by the use 
of an annunciator, located near the filing 
cabinets, summon pages who, in turn, se- 


cure the credit cards. Whenever detailed 
information is requested, calls from the 
turrets may be passed to one of four cord- 
ended stations that have direct central 
office lines associated with the wiring, 
which makes it possible for the attendants 
to place central office calls while cus- 
tomers remain on the line. 

At one end of the row of turrets is a 
cordless switchboard used for receiving 
general office calls. A new feature en- 
ables the operator to relay calls for credit 
information, which occasionally stray onto 
this board, to the order turrets, without 
making it necessary for the customer to 
make a second call. 

The turrets themselves are connected to 
the central office by 15 two-way trunks. 
In addition to these, there are nine off- 


premise stations connecting the office 
directly with several of its larger 
customers. 


The equipment enables the 12 attendants 
easily to handle from 1,100 to 1,200 calls a 
day with scarcely ever a delay as a result 
of tie-up lines. 

The Credit Reporting Co. is the largest 
credit bureau in Oregon and one of the 
largest on the Pacific Coast, it is claimed. 


Industry Invited to Enter Plan for 
Industrial Cleanliness Awards. 
Members of a great variety of indus- 

tries who are interested in raising the 
standards of employe and plant cleanliness 
for the sake of efficiency, health, and bet- 
ter attendance records, have been invited 
to participate in a plan of awards just 
announced by Cleanliness Institute, 45 East 
17th Street, New York. Cash awards of 
$25 each are being offered for details of 
the best plans of cleanliness education and 
training now in operation. 

In introducing the plan, Nelson M. 
Marshman, director of industrial service 
of Cleanliness Institute, points out the re- 
lationship between employe morale and 
personal and environmental cleanliness. 
Efforts to raise the standards observed by 
employes in specific instances have re- 
sulted in profit to both employer and em- 
ployes, he shows. 

“Specifically,” says Mr. Marshman, “we 
are interested in knowing what means are 
being used to impress employes with the 
desirability of personal cleanliness from 
every point of view, their own as well as 
their employers.’ I am sure there are many 
valuable cleanliness programs. in operation 
and Cleanliness Institute would like to 
hear about them and publicize them. 

“In order to obtain records of successful 
experiences along this line, we are offer- 
ing to purchase the best practical plans 
submitted to Cleanliness Institute prior to 
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October 1, 1932. We will pay $25 for 
each plan which we feel we can use in 
answering the many questions which come 
to us from various industries as to how 
to promote greater among 
workers. Actual experiences are desired, 
even when the results are not of the kind 
that can be tabulated. 

Concrete examples of the sort of ma- 
terial the institute is looking for are en- 
closed with the announcements which are 
being sent to over 7,000 manufacturers of 
all kinds, including food industries, whole- 
sale bakers, large department stores, public 
service corporations and also to leading 
hotels and restaurants. 


cleanliness 


Cleanliness Institute is a public service 
organization dedicated to higher standards 
of cleanliness in personal and community 
life. It is an agency for research and fact 
finding, and an instrument for the dissem- 
ination of knowledge thus obtained. Its 
handwashing, posters and booklets on the 
control of industrial dermatosis have had 
wide distribution in the industrial field. 


Subscribers’ Telephone Service; 


Past, Present and Future. 
By Garrison BaABcock. 


The telephone service afforded by Dr. 
Alexander Graham Bell, in the first pub- 
lic service, consisted of two single-pole re- 
ceivers; one being used as a transmitter, 
the other held to the ear. Such instru- 
mentalities were capable of enabling sub- 
scribers, not too far distant, to converse 
with each other. 

Since 1879, science, thanks to radio de- 
velopment, has lengthened the wire be- 
tween subscribers to the limits of world 
distance, but today the telephone subscriber 
enjoys only one instrument improvement. 
The ear receiver and the transmitter may 
be procured, at a price, attached to an in- 
termediate handle, so that one hand is free 
without hunching up to a separate trans- 
mitter. Even this convenience would not 
be acceptable for long distance conversa- 
tion if it were not served by the radio 
active amplifier of the carrier system. 

The reason attributed to the high de- 
velopment of distance efficiency is time 
measured, toll service. We have allowed 
toll service to so completely dominate the 
telephone art that we have starved the 
goose which laid the golden egg. 

The local exchange subscriber’s con- 
venience has been held strictly to the “lease” 
of a telephone set, capable of long distance 
service. If the subscriber wishes to free him- 
self from the desk or wall set transmitter, 
he is required to pay an extra fee. Why? 
Because convenience results in load ex- 
pense, under flat rates; and second, too 
much demand for the new style set would 








26 


“obsolete” the desk and wall sets, an un- 
necessary expense under flat-rate man- 
agement. 

Another flat-rate restriction is found in 
the number of subscribers who may be 
served on one pair of wires extending 
from the local exchange. 

Unrestricted use of telephone service 
calls for single-party lines; and single 
party, or few party, lines call for high 
flat rates. As a result of this flat-rate 


TELEPHONY 


The air mail has spurred up the telegraph, 
and it in turn has employed the radio car- 
rier system to provide 12 teletype circuits 
per physical circuit. Strange as it may 
seem, the toll-minded telephone manage- 
ments have forsaken the spoken word for 
the telegraph-typewriter—the written word 
—and solicit their best toll users to become 
permanent subscribers in the international 
teletype directory. 

The comparatively slower telephone de- 
velopment in Europe 








” 


for this hour... 


Ir’s THE HOUR when son or 
daughter or old friends visit her 
each week from some distant 
place by telephone. How happily 
she looks forward to this hour. 

Thousands of families are 
doing this each week . . . enjoy- 
ing a short, inexpensive voice 
visit by telephone with mother 
or other members of the family ~ 
living in other cities. Because 
your voice is you over the tele- 
phone, such visits are just as 
personal as though you were in 
the same room. 

Visiting loved ones at regu- 
lar intervals by long distance 
telephone is a most pleasing 


SOUTHERN BELL 
Telephone and Telegraph Company 


CINCORPORATED) 





Thousands of Mothers 
are waiting each week the 





thing to do. Try it tonight and 
see for yourself. It's surprising 
how little it costs 
to talk with dis- 
tant friends. 


has been attributed 
to government own- 
ership; but the fact 
is that the govern- 
ment in most cases 
also owns the tele- 
graph service. If one 
compares the use of 
telegraph in Europe 
with that of the 
United States, it will 
be readily seen that 
Europeans are 
trained by govern- 
ment officials, who 
are telegraph- 
minded, to be eye- 
minded; the teletype 
written word, in- 
stead of ear-minded, 
the spoken word. 
If the cream of 
the telephone busi- 
ness is to be diverted 
into the telegraph 
field, with the tele- 
typewriters leased 
from outside of the 
telephone field, it is 
high time for the 
local telephone serv- 
ice managements to 
look to the develop- 
ment of local service 
profits and find some 
form of competition 
to be enforced 
against the “written” 
word development 
in order to hold 








Reproduction of Advertisement Used by the Southern Bell Tele- 

phone & Telegraph Co. Which Invites Attention to Pleasure of 

Telephoning Friends and Relatives in Other Cities and Reminds 
the Reader of Low Cost of the Service. 


practice, the unserved little home in many 
cities of the United States is about 40 per 
cent of the total number of city residences. 

Under normal prosperity, toll-minded 
managements have been satisfied with nor- 
mal growth of the “parlor car” class of 
residence subscribers; and business sub- 
scribers, of course, fully realize that the 
telephone is a necessity—just that, only a 
necessity. 

Times have changed, not only because 
of the business depression but somewhat 
due to the expansion and improvement in 
other lines of long distance communication. 


their toll-using sub- 
scribers to the 
spoken word use. 

It is estimated that 
over 30 millions dol- 
lars have been expended in the research 
and development of the teletypewriter. No 
such sum would be required to apply some 
of the radio science to the local telephone 
subscribers’ substation equipment to pro- 
vide a conversation recorder operated in 
conjunction with a radio-phonograph set, 
to the end that local or toll messages could 
be permanently recorded and reproduced as 
required, or transcribed from the audible 
record. 

The local telephone of the future, com- 
bined with the radio amplifier, could be 
designed so that when two stations are 





Vol. 103. No. 2. 


connected, a chime tone through the loud- 
speaker would call attention of the called 
subscriber. The calling subscriber would 
thereupon call for the party wanted 
through the called subscriber’s loudspeaker, 
rather than the present bell ringing sys- 
tem, requiring in many cases the delay 
and annoyance of two parties answering a 
call. 

The local telephone service has a new 
field, consisting of not only the 40 per cent 
of the total number of homes in the rate 
area for expansion until a truly univer- 
sally connected community has been estab- 
lished. Every substantial home with many 
rooms should have as many telephones, and 
all business houses may be provided with 
extension stations on a convenience and 
use basis, rather than on an extra fee 
solicitation. 

The telephone recorder could be devel- 
oped to protect the “spoken word” use 
from encroachment of the “written word” 
telegraph-printer, if the telephone is to 
fulfill its great promise, well understood by 
all telephone men. Universal telephone 
service connects you with everyone in your 
community. 

The operators’ telephone directory should 
list everyone and every business enterprise, 
and be maintained up to within 24-hour 
arrivals and departures in every city and 
town. Truly universal service. 


Cooperative Enforcement of Law 
Increase Long Distance Use. 

Northwestern Bell Telephone Co. offi- 
cials express satisfaction over an experi- 
ment made in North Dakota to increase 
the use of long distance in the cooperative 
enforcement of law in that state. All of 
the 53 counties have stations located in 
the offices of sheriffs and county attor- 
neys, as well as in all other county offices. 

One of the company’s men conceived the 
idea that if a special long distance direc- 
tory were compiled, in which each of these 
officers and numbers were listed along with 
rates and other data connected with toll 
service, it might increase the volume of 
such business. Public officials consulted 
welcomed the idea, and work was begun. 

The usual directory forms were used, 
and the completed work, in the form of 
mimeographed sheets enclosed in covers 
and divided into sets, was personally de- 
livered to 424 county officers. The direc- 
tory supplied the sheriffs contained also 
the names of county attorneys, and vice 
versa. 

These offices in the various counties 
form the law enforcement chiefs, and 
their use of the special directory has not 
only speeded up long distance service but 
has increased its volume. By personally 
delivering the directories, commercial men 
obtained effective toll interviews. Since 
their publication the directories have been 
in demand from others who have special 
business contacts with county officials. 
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Wisconsin Bell Rates Ordered Reduced 


Temporary Order Issued Pending Completion of State-Wide Investigation 
Calls for Reduction of 124 Per Cent in Rates of Wisconsin Telephone Co.; 
Excerpts from Commission's Ruling Ordering Reduction Effective August 1 


A 12% per cent reduction in the rates of 
the Wisconsin Telephone company, totaling 
$1,550,066.18, was ordered July 1 by the 
Wisconsin Public Service Commission in 
a 75-page ruling. One hundred and two 
cities, towns and villages are affected by 
the ruling. 

The order is a temporary one, effective 
August 1 for one year, but the commis- 
sion reserved the right to modify its order 
at any time. 

Under provisions of the new public 
utility law, the telephone company has 20 
days in which to appeal for a re-hearing. 
The commission then has 10 days in which 
to act so that the new rate schedule cannot 
become operative at once. After the appeal 
for a rehearing is denied, the rates become 
effective and the company then has 60 
days in which to go to court. 

The order will be challenged by the tele- 
phone company, it is understood, and an 
effort will be made to obtain an injunction 
in federal court prohibiting its enforce- 
ment. It is understood that the commis- 
sion would have made the _ reduction 
larger, but the commissioners believe that 
there will be considerable difficulty in ob- 
taining a restraining order for a 12% per 
cent cut. 

The order comes in the midst of an 
investigation by the commission into the 
rates and practices of the company. This 
action was started after the company peti- 
tioned for a rate increase for Madison. 
The commission heard testimony on this 
petition and then ordered the state-wide 
investigation. 

Experts in the employ of the commis- 
sion delved into the company accounts and 
its tie-up with the A. T. & T. Co. Later 
a group of economists were called to give 
a picture of the condition of the nation 
and their testimony was made part of the 
record despite the objections of counsel 
for the company. 

As a matter of fact, the commission’s 
order of July 1 is based broadly on the 
theory that the precarious condition of 
other businesses and the plight that the 
average man finds himself in, warrant a 
reduction in rates. The order states in 
this connection : 

“When business generally is at as low 
an ebb of activity and profitableness as it 
is at this hour—perhaps lower than at any 
other time in the history of modern indus- 
try and finance—it is inevitable that the 
telephone company, deriving its revenues 
from this harassed business and the com- 
munity dependent upon business, must be 
content with a more moderate return than 


is its due in times of normal or more 
nearly normal business conditions.” 

In another place the order states that “a 
business enterprise enjoying a complete 
monopoly, not harassed by competition, 
rendering a service which has become an 
absolute necessity of business and social 
intercourse, surely has no statutory or con- 
stitutional right to a return in this time 
of general business catastrophe such as is 
enjoyed when the business community 
from which it derived its revenues was 
operating successfully.” 

The company attorneys repeatedly point- 
ed out that utilities in Wisconsin are limit- 
ed to a fairly low return in good times 
and should not be penalized in bad times. 
They maintained that was the basis of 
regulation. The order of July 1 apparent- 
ly takes the position that the time has 
come to overthrow that theory. 

This ruling of the commission does not 
mean that the investigation into the com- 
pany’s practices is over. It will be re- 
sumed August 1 and will last probably 
another year. 

In its order of July 1. the commission 
takes the position that the reduced rates 
are fair and equitable, and also declares 
that since a dollar is worth more today 
than it was four years ago the company 
is actually getting bigger returns. 


In that connection the order states 
“when a subscriber pays $5 a month to 
the Wisconsin Telephone Co. in April, 
1932, he is paying very substantially more 
than he paid for the same services in 1928, 
let us say, when the rate may have been 
fixed by the commission as a reasonable 
one. In wholesale market$S of today that 
$5 is now worth $7.50.” 

Referring to the fact that the company 
has paid 8 per cent returns for many years 
the order states “in wholesale markets, ex- 
pressed in terms of purchasing power the 
rate of 8 per cent in 1929 becomes 12 per 
cent in 1932, and the $2,052,000 in com- 
mon stock dividends in 1929 becomes $3,- 
078,000 in 1932.” 

“This is not the first time that economic 
conditions affecting an entire community 
have been held to require a particular 
class of investors to throw in their lot 
with the rest of the community and to 
forego part of the pecuniary advantage 
which their superior economic or legal 
privilege might empower them to exact,” 
commission set forth in its ruling against 
the company. 

“There are few businesses with so small 
a degree of risk and uncertainty as those 
involved in the business of the Wisconsin 
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Telephone Co. We do not know of any 
other business in this state of any magni- 
tude in which there is as little risk, over 
a period of time, and certainly at the time 
of this order none having less risk. 

Our investigation, though incomplete, 
thus far shows clearly that, even on the 
present record, existing rates are unrea- 
sonable and excessive and that substantial 
reductions therefrom would undoubtedly 
be necessary at the completion of the in- 
vestigation (unless in. the meantime condi- 
tions so change as to require a revision of 
our judgment). Temporary relief pend- 
ing the completion of the investigation is 
justified by the facts thus far developed, 
and we so find. 

It would be a travesty on the processes 
of regulation if, because the investigation 
is yet incomplete, we would defer the re- 
duction of rates, when clear and convinc- 
ing proof is in our hands requiring such 
reduction. Excessive rates paid in the 
meantime by subscribers could never be 
recovered by them, and in a time when 
the income of consumers has shrunk so 
drastically such a_ result would be _ in- 
tolerable. 

If we had any doubts of our duty to 
enter this interlocutory order, the difficult 
economic conditions 
and business 


in which consumers 
generally find themselves 
would resolve those doubts; but we have 
no such doubts.” 

Supreme court decisions which are cited, 
are summarized as follows: 


(1) A fair return is a flexible con- 
cept, not a static, unchanging rule. 

(2) What return is “fair” calls for 
the exercise of judgment in the light of 
the particular circumstances of each 
case. 

(3) Present-day conditions are con- 
trolling. 

(4) General conditions affecting all 
business should be given consideration 
in the application of each of the meas- 
ures of “fairness.” 

(5) To be fair the return should 
equal the returns earned at the time of 
the rate order by other business enter- 
prises with comparable risks, in the same 
part of the country. 

(6) The utility’s needs for new capi- 
tal should be considered, since the return 
should be such as, under present-day 
conditions, will enable it to raise what- 
ever capital it requires. 

(7) The return should be such as 
will maintain the credit of the industry, 
in the light of presently existing busi- 
ness conditions and opportunities for 
capital in other enterprises. 


“Nothing could better demonstrate the 
extraordinary stability of the telephone 
company’s business than the record of 
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’ the order continues. “It shows 
that through good times and bad this com- 
pany has prospered to a_ remarkable 


earnings, 


extent. 

“In this period covered by the foregoing 
discussion there have been several busi- 
ness depressions, one of them, that of 1931, 
being a drastic disturbance in terrific 
losses to most lines of business. In all 
this period, however, the Wisconsin Tele- 
phone Co. has continued on its way almost 
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unaffected by unfavorable general business 
conditions and building up surplus at the 
extraordinary rate referred to in the fore- 
going analysis. 

The only genuine hazard we can foresee 
is that it will fail to keep its rates low 
enough to continue to hold the business 
of that portion of its subscribers who can 
only afford telephone service if the cost is 
low. 

The only business comparable for sta- 
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bility are the electric and gas utilities of 
the state. But it would beg the whole 
question if we are to give weight to the 
returns now earned by these public utilities 
in judging the reasonableness of the tele- 
phone company’s return, when the commis- 
sion has under investigation, either in 
formal proceedings or informal negotia- 
tion, the reasonableness of the rates and 
return of these very companies used for 
comparison.” 


What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Testimony Concluded in Chicago 
Rate Case of Illinois Bell. 

On July 1 testimony in the Chicago coin- 
box rate case of the Illinois Bell Tele- 
phone Co. was concluded before Judge 
James H. Wilkerson in the United States 
District Court in Chicago. The testimony 
presented from June 27 up to July 1 was 
of a rebuttal nature and had very little 
actual bearing on the case. 

The telephone company was _ instructed 
to file briefs in the case by October 1 and 
the city will be allowed until November 15 
to file its brief. The company will be 
allowed until December 5 to file a reply, 
after which there will be a date set for 
hearing final oral arguments in the case. 

The case has been pending in the federal 
court since 1923 while the Illinois Bell 
company has been attempting to obtain a 
permanent injunction restraining the IIli- 
nois Commerce Commission from enforc- 
ing its order lowering rates on certain 
classes of coin-box services. 

The hearing ended on July 1 had been 
in progress since February 21. During the 
trial 10,000 pages of oral testimony went 
into the records and 500 exhibits, totaling 
more than 10,000 pages, were submitted. 

Attorneys Benjamin Goldstein and 
George I. Haight appeared for the city 
in the case. Attorneys representing the 
company included Charles M. Bracelen, 
general counsel for the American Tele- 
phone & Telegraph Co.; Edward L. Black- 
man, attorney for the New York Tele- 
phone Co., and local attorneys for the Illi- 
nois Bell company. 


Illinois Commission Approves Sale 
of Streator Telephone Co. 
Sale by the Streator Telephone Co., 
Streator, IIl., of all its telephone exchanges 
and property, and franchises to the Illinois 
Valley Telephone Co. has been authorized 
by the Illinois Commerce Commission. 
The merger involves $998,000, which 
amount is equal to the total outstanding 
stock and demand notes of the selling com- 
pany. The demand notes of the Streator 


company are now held and owned by the 
Telephone Bond & Share Co. 

The commission also issued a certificate 
to the purchasing company to own and 
operate a telephone business in the territory 
now served by the Streator company. In 
addition, the purchasing company was 
authorized to issue and sell $435,000 par 
amount of its 7 per cent cumulative pre- 
ferred capital stock, $310,000 of its com- 
mon capital stock and its 10-year, 7 per 
cent promissory note in the amount of 
$300,000. 

The purchasing company is to maintain 
the same rates in the selling company’s 
territory as are now in effect. The pur- 
chasing company has its main office in 
Bushnell, II. 


Hand Set Telephones Claimed to 
Have Cut Company Loss. 

The complaint of the city affairs 
committee of New York City against the 
“excessive” monthly charge of 25 cents for 
“French” telephone instruments was an- 
swered on June 13 by the New York Tele- 
phone Co. at a hearing before the New 
York Public Service Commission with the 
statement that a reduction of the charge 
could not be made unless other rates were 
increased. 

Edward L. Blackman, special counsel for 
the company, revealed that 80,000 tele- 
phone subscribers had been lost this year 
and that the company had been losing 
“thousands of telephones every month.” 
The company’s revenue, Mr. Blackman 
said, was falling continually below what 
the commission had ruled was a fair re- 
turn on the investment. Referring to the 
new rates instituted in 1930, he said: 

“The new rates failed to yield, even in 
1930, the money the company was entitled 
to by $3,000,000 to $4,000,000. We are 
faced with times that are unparalleled. 
For the last three years there has been a 
decrease. We stand on the point that we 
are in our legal rights, and we have no 
intention of submitting to a reduction of 
the 25-cent charge unless there is an in- 


crease made in other rates. The company 
is willing to go along with the same rates, 
but it is not willing to reduce any rates at 
this time.” 

Later, Arthur D. Welch, assistant vice- 
president of the company, testified that the 
25-cent charge for the hand sets would 
yield $2,500,000 this year. This figure, he 
explained, did not include the charge of 
$2.50 for the removal of the desk type and 
the installation of the “French” telephone. 

Mr. Welch said a charge was made for 
the hand sets in every state and in the 
District of Columbia, while in two states 
the charge was 50 cents. He also testified 
that in two states and in the District of 
Columbia the extra charge was discon- 
tinued after 18 months. 

Questioned by S. Michael Ress, chief 
counsel for the city affairs committee, Mr. 
Welch emphasized that the use of the hand 
sets was optional with subscribers and 
denied that they were urged to have the 
“French” instrument installed. He said 
each subscriber understood that he was to 
pay the 25-cent charge, and it was the 
policy of the company to give the sub- 
scriber an opportunity to choose between 
the two types. 

Mr. Blackman emphasized that the hand- 
set telephones are a luxury and that pa- 
trons should be willing to pay the charge 
for them. He said the company had a 
large supply of the so-called desk type of 
instruments. The company would be put 
to great expense, if the charge for the 
hand set were eliminated, by having to 
install the new type for “everybody” and 
by scrapping the old telephones, he said. 

Otto B. Blackwell, transmission devel- 
opment engineer, told of the difficulties in 
perfecting the hand set, and described the 
sensitive features of the instrument. He 
said about $3,000,000 had been spent since 
1918. He asserted there were no trans- 
mission advantages in the instrument. 

The representatives of the company all 
insisted that the company hastened the 
development and installation of the hand 
sets because of public demand. While the 
company’s business had declined steadily 
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Billions of Dollars 


for 


dependable employment 


| ABGE sums of money have been mobi- 

lized through the open market opera- 
tions and the loan and discount facilities of 
the Federal Reserve Banks, and by loans 
through the Reconstruction Finance Corpo- 
ration. 

Here is a great credit reserve—totalling 
billions of dollars—awaiting dependable 
employment. 

Just as fast as suitable jobs can be found 
for this credit, confidence will be strength- 
ened, trade will quicken, and men will be 
returned to work. 

To help speed the effective employment 
of this huge army of credit dollars, commit- 
tees of leading industrialists and bankers 


* 


* 


have been appointed by the Governors of 
the twelve Federal Reserve Banks—Boston, 
New York, Philadelphia, Cleveland, Rich- 
mond, Atlanta, Chicago, St. Louis, Dallas, 
Kansas City, Minneapolis and San 
Francisco. 

Like the divisional staffs of a great army, 
these committees will work to consolidate 
our position, and straighten and strengthen 
our lines, so that a broad advance can be 
made. 

Theirs is no simple task, but the readiness 
with which these industrial and banking 
leaders are joining together, and cooper- 
ating with national authorities, is a very 
encouraging factor in the present situation. 


* 


Housing Construction — An Opportunity 


In previous depressions, a resumption of construction activity has 
been an important and vital factor in encouraging and stimulating busi- 


ness improvement. 


It assures employment of large numbers of men, 


not only directly, but also in the industries of supply. 

There is undeniably an opportunity in many communities for con- 
struction of homes on a sound and economic basis, as well as a definite need 
for home repairs and improvements, and these matters will undoubtedly 


have early consideration. 


The bringing together of worthy domestic building projects and sub- 
stantial financing is typical of the many possibilities for beneficial action 
open to these committees in a wide range of fields. 


The National Publishers’ Association 


“As the most nearly self-contained nation, we have within 
our own boundaries the elemental factors for recovery.” 


(From the Recommendation of the Committee on Unemployment Plans and Suggestions of the President’s Organization on Unemployment Relief) 











30 


the demand for the hand telephones had 
increased, they said. 


On April 1 last, according to the com- 


pany’s statistics, 813,347 hand sets were 
in use in the state, and in the first four 
months of this year there was a net gain 
of 37,737 in the use of the new instru- 
ment. As against the latter figure there 
was a loss of 59,484 telephones in the state 
in that period. 

Commissioner George R. Van Namee, 
who sat with the chairman, Milo R. Malt- 
bie, and Commissioner Maurice Burritt, 
joined with Mr. Blackman in noting ex- 
ceptions when the chairman sustained the 
objection of Mr. Ress to an explanation by 
Mr. Welch as to why he thought the 
charge justified. 

As the hearing opened Mr. Ress sought 
an adjournment and access to the com- 
pany’s records. Mr. Maltbie denied the 
request, holding that the committee should 
have brought proof to support its com- 
plaint. The hearing was adjourned with- 
out date. 


Motion to Dismiss San Antonio, 
Texas, Case to Be Heard. 

A motion of the city of San Antonio, 
Texas, to dismiss the original telephone 
case injunction which permitted rates to be 
increased will be heard by Judge Edwin R. 
Holmes of Mississippi during the week of 
July 25. 

If the court sustains the city’s pleas at 
the hearing on the motion, it will mean 
the return of approximately $1,500,000, the 
estimated amount of money paid by San 
Antonio telephone users since the rate in- 
crease went into effect in 1928. 

The motion was made by the city as a 
surprise attack on the entire telephone 
case. It was filed last month with the 
federal district clerk by Judge C. K. Quin, 
city utilities attorney. The city contends 
in its motion that the telephone company 
did not introduce all evidence necessary 
before the city commission when a petition 
was filed by the Southwestern Bell Tele- 
phone Co. for higher rates. 

If Judge Holmes rules adversely on the 
motion, he will be asked to consider the 
city’s voluminous bill of exceptions to re- 
cent findings of the special master, Judge 
Joseph B. Dibrell of Seguin, who decided 
the case again in favor of the South- 
western Bell Telephone Co. 


Telephone Rate Reduction Ordered 
for West Virginia Exchanges. 
On June 18 the West Virginia Public 

Service Commision issued an order direct- 

ing the Bluefield Telephone Co. to reduce 

its rates at Bluefield, Welch, Princeton, 

Bramwell, Davy, Keystone, Matoaka and 

Northfork, W. Va., effective August 1. 

The new schedule represents a reduction 

of from 25 to 50 cents on practically each 

type of telephone. 
In connection with the order the com- 
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Answers to the Traffic Questions 
Presented on Page 13. 

1. Because he has had the use of the tele- 
phone company’s facilities and usually 
he receives some definite information 
regarding the called party, which in 
some cases is the information he de- 
sires. 

2. By entering “seq” in the “Special In- 
struction” space on each ticket of the 
sequence. 

3. No. 

If you have not been authorized to 
give out the information requested, 
say: “I am sorry, but we give informa- 
tion on telephone numbers only.” 

5. This question is answered in the intro- 
duction to the questions and answers. 








mission issued a statement revealing that 
an investigation of utility rates had been 
conducted quietly for the last six months. 

The commission’s order held that “upon 
consideration, it appears that the gross 
revenue of the Bluefield Telephone Co. 
from its public utility telephone business 
in this state for the year ended December 
31, 1931, was $372,862.30. Since the acqui- 
sition of the company by the Federal Pub- 
lic Service Corp., its operating charges 
have been considerably reduced and the 
commission is of the opinion: 

That a future annual revenue of not 
more than $316,000 is justified for the 
public utility telephone service in this state 
and that rates to earn a greater sum are 
unjust and unreasonable. 

That the new rates prescribed, together 
with other charges, are designed to earn in 
the year beginning August 1, 1932, 
approximately $316,000 and are therefore 
just and reasonable.” 


Lineman’s Own Fault if Unin- 
spected Pole Falls. 

In a suit by a lineman of a contractor 
employed by the Chesapeake & Potomac 
Telephone Co. of Baltimore, Md., for in- 
juries received when a pole fell because of 
its decayed condition, the plaintiff’s decla- 
ration was held insufficient, by the Mary- 
land Court of Appeals, as to his reliance 
upon the telephone company’s inspection 
or warning or his own failure to discover 
the decay. 

A summary of the court’s decision, in 
which it was held that the lineman’s oppor- 
tunity to learn the condition of a pole is 
equal to that of the company, follows: 

The plaintiff, while in the employ of con- 
tractors who had an agreement with the 
telephone company to make alterations and 
additions to the telephone company’s lines, 
was killed by the fall of the pole because 
of its decayed and defective condition. It 
is not necessary, the court held, in a suit 
by such employe against the telephone com- 
pany, that the terms of the agreement 
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should be alleged in the declaration, a ref- 
erence to the contract being sufficient. 

The court held that the opportunity of a 
lineman to learn the condition of a pole 
which his duty requires him to ascend is 
ordinarily equal to that of the owner’s 
employes who may be detailed for its 
inspection. 

“The general rule,” the court stated, “is 
that when the employer has no independent 
system of inspection of poles, crossarms, 
steps, etc., and the lineman has no reason 
to believe that such inspection is made, he 
has no right to rely on the employer for 
such inspection, but must make such tests 
himself as may be necessary to ascertain 
whether it is safe to go upon them. 

We cannot hold the employer respon- 
sible for injuries received by him when 
poles, crossarms, or steps give way, un- 
less there was some defect in them when 
they were originally placed in position, or 
the employer had some knowledge of the 
defect, which was not communicated to the 
lineman—provided, of course, the lineman 
is not such an inexperienced person as is 
entitled to be instructed of the danger. 

There is no statement in the present 
declaration that the telephone company em- 
ployed any system of inspection upon which 
the lineman relied as an assurance that 
the pole was safe for his ascent. 

It is not charged that the defendant 
failed to warn the lineman of a defective 
and unsafe condition of which it was actu- 
ally aware, the assertion being simply that 
the defendant knew, or should have known, 
in the exercise of due care, that such con- 
dition existed; nor is there any explanation 
as to why the decay in the pole was not 
discoverable by the lineman in the exercise 
of due care, if the same degree of care 
would have revealed it to an inspector. 
The declaration in these respects, therefore, 
is insufficient and is not sustainable con- 
sistently with the rule of law applied in 
the former decisions.” 


Suburban Area Near St. Louis, 
Mo., to Be Served by Bell. 


An order has been issued by the Inter- 
state Commerce Commission approving the 
acquisition by the Southwestern Bell Tele- 
phone Co. of the properties of the Ballwin 
Mutual Telephone Co., serving approxi- 
mately 353 subscriber stations with a dial 
common battery switchboard and other 
equipment in the village of Manchester, 
St. Louis county, Missouri. It owns no 
toll lines. 

The territory served by the Ballwin com- 
pany is suburban to St. Louis, Mo., and 
its growth will result in increasing demand 
for service. No competition exists in the 
territory at the present time. Recent im- 
provements to plant placed the Ballwin 
company under a heavy indebtedness, and 
the management prefers to dispose of all 
the properties. 

On or about June 1, 1931, the companies 
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entered into an oral agreement, evidenced 
by a memorandum dated March 3, 1932, 
providing for the sale to the Southwestern 
company of all of the Bailwin company 
properties, rights, franchises, con‘racts, ac- 
counts, and other assets as of October 31, 
1931, for $81,827.66, subject to adjustments 
necessary by adding subsequently acquired 
assets and subtracting subsequently ac- 
quired liabilities up to the time of the con- 
summation of the agreement. 

A verified certificate of the president of 
the Ballwin company shows the minimum 
present worth of the property as $79,- 
299.92. The plant was entirely rebuil: 
within the past year, is practically in 100 
per cent condition, and none of it will be 
retired. The balance sheet of the Ballwin 
company as of October 31, 1931, shows 
assets of $92,351.64 as follows: 

Plant and equipment, $79,299.92; cash 
and deposits, $561.69; accoun‘s receivable, 
$10,195.33; materials and supplies, $1,- 
920.26; and other debit accounts, $374.44. 
The liabilities consist of capital stock, 
$7,750; notes payable, $50,895.12; accounts 
payable, $29,574.26, and surplus and re- 
serves, $4,132.26. The notes payable rep- 
resent advances by the Southwestern com- 
pany, and $17,561.21 of the accounts pay- 
able represent indebtedness to that com- 
pany. 

These items will be offset against the 
purchase price and the Southwestern com- 
pany will assume the remainder of the 
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accounts payable, amounting to $12,013.05, 
also as part of the purchase price. In- 
cluded in the accounts to be transferred 
are $1,835.10 due from the Southwestern 
company, cash and deposits, $561.69; ac- 
counts receivable, $8,360.23; material and 
supplies, $1,920.26; and other debit ac- 
counts, $374.44; a total of $13,051.72, leav- 
ing a cash payment to be made by the 
Southwestern company of $14,410. 

For the year 1930 the Ballwin company 
had a net operating deficit of $1,604.83, 
and a net deficit of $2,283.96. The bal- 
ance sheet as of December 31, 1930, shows 
total assets of $38,809.16. With the insti- 
tution of dial common battery service the 
rates of the Ballwin company were changed 
with the consent of the Missouri Public 
Service Commission, effective Octoher 1, 
1931, but the effective date was postponed 
until January 1, 1932. 

The Southwestern company will charge 
the rates authorized by the Missouri com- 
mission and such rates will not be in ex- 
cess of those in effect in central offices of 
comparable station development in the 
present operating territory of that com- 
pany. 


Subscriber-Owned Company Asks 
to Reduce Its Rates. 

The officers of the Guide Rock district 
of the Glenwood Telephone Co. have asked 
the Nebraska State Railway Commission 
for authority to reduce telephone rentals 
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from $1.25 a month to $1.00. The secre- 
tary told the commission that this meant 
a loss to the company, but that it was 
figured this would be less than to dis- 
continue service for all who objected to 
paying the old rate. 

He said that the operator at the ex- 
change would be given as her pay what- 
ever she could collect from subscribers, 
and that she was willing to take this for 
her services. The property is not of very 
costly construction, and the company is 
owned largely by its subscribers. 


Admission of Call as Evidence Is 


Questioned in Court Appeal. 

The question of the admissibility of evi- 
dence concerning a conversation over the 
telephone is presented to the Nebraska 
Supreme Court in an appeal filed there 
from the conviction in Omaha of J. F. 
McLaughlin, cigar storekeeper, on a charge 
of receiving bets on races run in other 
states. 

One of the witnesses against Mr. Mc- 
Laughlin was a police officer who took 
part in the raid. While he was in the 
store someone called up for racing infor- 
mation and expressed a desire to place a 
bet, and the policeman answered the tele- 
phone. 

Mr. McLaughlin’s attorneys claim that 
the telephone conversation is hearsay, since 
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AUTOMATIC ELECTRIC COMPANY, Chicago 
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EQUIPMENT SERVICE FOR CANADA... 
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Oklahoma Company Orders Strom- 
berg-Carlson Equipment. 

The Sulphur Telephone Co. of Sul- 
phur, Okla., has ordered a four-position 
No. 13 unit type switchboard from the 
Stromberg-Carlson Telephone Mfg. Co. 
for its Sulphur exchange. The board will 
be equipped with 600 central energy and 30 
toll and rural lines. It will be complete 
with terminal, power and machine equip- 
ment. 


Interesting New Booklet Issued 


for Commercial Managers. 
“Modern Telephone Services for the 
Modern Age” is the title of a booklet just 
issued jointly by American Automatic 
Electric Sales Co. and Automatic Electric 
Sales Co., Ltd., which is expected to prove 
of more than usual interest to commercial 
managers and other telephone executives 
responsible for the development of new 
business. 

This booklet (sales bulletin No. 1044) is 
purely descriptive and non-technical and 
presents some 45 to 50 auxiliary communi- 
cation services which telephone companies, 
either manual or automatic, can offer 
their patrons, usually without any con- 
siderable equipment investment. 

The services described range all the way 
from “annunciators” to “watchman super- 
systems,” and include items of 
such wide application as soft-tone gongs 


visory 





View of New Automatic Equipment to be Installed at Vermillion, 
Ohio, by the Lorain Telephone Co. 


for use in physicians’ consulting rooms; 
ivory and gold monophones for. use in 
boudoirs; and the Strowger “radio silenc- 
er,’ a handy little device that enables one 
to cut off ‘the loud speaker while he tele- 
phones, even though a member of the 
family insists upon listening to the pro- 
gram being broadcast. 





The bulletin is of real value in placing 
before telephone operating officials a 
brief and comprehensive survey of pos- 
sible sources of additional revenue, and 
offers the most advanced and up-to-date 
information available on this subject. 
Copies can be obtained by addressing 
either of the companies named, at 1033 
West Van Buren street, Chicago, III. 


New Switchboard Purchased for 
Vermillion, Ohio. 

Herman E. Hageman, secretary of the 
Lorain (Ohio) Telephone Co., and presi- 
dent of the Ohio Independent Telephone 
Association, has endorsed the idea of 
“Buying Now,” advocated in TELEPHONY 
of June 18, by placing an order with the 
North Electric Mfg. Co. for a new “All- 
Relay” automatic switchboard for the ex- 
change at Vermillion, Ohio. 

In commenting on the purchase Mr. 
Hageman stated that now is the time when 
operating companies should take advan- 
tage of every opportunity for economy. 
Improvements that will increase the earn- 
ing capacity should be made during the 
present “buyers’ market.” The new equip- 
ment for Vermillion had been under con- 
sideration for some time; in fact, the new 
exchange building has been built several 
years and is arranged for automatic equip- 
ment. 

Vermillion is a popular summer resort 
on Lake Erie situ- 
ated 12 miles west of 
Lorain, Ohio. It has 
excellent harbor fa- 
cilities and bids fair 
to become one of the 
important ore ports 
of the Great Lakes 
in the near future. 

The new  switch- 
board will be a 300 
line “All-Relay” au- 
tomatic, equipped 
with 240 lines, and 
is capable of consid- 
erable expansion. 
This switchboard, it 
is claimed, will be 
equipped with the 
latest devices for 
giving the highest 
quality of automatic 
service. The ex- 
change will be unattended, the toll calls to 
be handled through the toll switchboard 
in Lorain. 

Direct free service lines to the Strowger 
exchange at Birmingham 10 miles distant 
will permit the subscribers of the Vermil- 
lion and Birmingham exchanges to dial 
each other without the assistance of an 
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operator. To conform with the type in 
use in the Strowger exchanges, telephones 
manufactured by the Automatic Electric 
Co. will be used with the “all-relay” 
switchboard at Vermillion. 

The cutover to the new cquipment is 











Exchange Building at Vermillion, Ohio, in 
Which New Automatic Equipment Is to 
be Installed This Fall. 


scheduled for November 1, 1932, to coin- 
cide with the new directory issue for the 
entire system. 

The accompanying photographs show the 
type of equipment ordered and the ex- 
change building at Vermillion in which 
the equipment will be installed. 

The Lorain Telephone Co. operates 
approximately 11,000 telephones and main- 
tains exchanges at Lorain, Amherst, Bir- 
mingham, Vermillion and Avon, Ohio. 
The conversion of the Vermillion exchange 
to automatic will be the third step in 
changing over the entire system to auto- 
matic operation. 


Highway Trailer Introduces New 
Telescoping Pole Derrick 
Another new development adds fo the 
flexibility and efficiency of the Highway 
model “HC” earth-boring machine. It is 
a power-operated telescoping derrick that 
sets short poles or works under low leads 
at a minimum height of 16 feet or raises, 
by motor power, to any height up to 22 feet 
above the ground for handling long poles. 
This new type derrick is built into the 
boring unit as an integral part. It consists 
of two sections of special alloy seamless 
heat-treated steel tubing, the upper one of 
which telescopes into the lower under the 

control of the motor. 

The power is taken through the boring 
head and applied to the upper section 
through a worm and rack arrangement. 
Control is by means of a lever mounted on 
the lower tube support within convenient 
reach of the operator. 

When at minimum height the boring 
machine leveling device permits the derrick 
to rest horizontally on the truck platform 
out of the way for traveling or storing. 

When the truck is backed into working 
position, a slight movement of the power 
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leveling control brings the derrick into ver- 
tical position in a few seconds’ time. An- 
other movement of the derrick control 
lever raises the derrick to the required 
height in another few seconds’ time. 

The usual difficulty of working under 
low leads is said to be reduced to a mini- 
mum with this new type derrick. The la- 
bor, loss of time and hazard of assem- 
bling and disassembling a pole derrick by 
hand is entirely eliminated. 


A New Incorporation in the Con- 
sulting Engineering Field. 

With considerable optimism and due 
foresight as to the urgent desire and need 
of utility companies, during these times, 
for competent engineering advice, the firm 
of Metcalf & Richards, Inc., engineers, 
with J. I. Metcalf, president, was formed 
in October of last year. 

Mr. Metcalf has a wide acquaintance 
from past work, in both the Independent 
and Bell telephone companies, having been 
connected with telephone and utility proj- 
ects of various sorts throughout the coun- 
try since 1919. Metcalf & Richards, Inc., 
located in the Liberty Trust Bldg., Phila- 
delphia, Pa., is now in a position to under- 
take work on appraisals, reports, design, 
construction, or management of telephone 
properties. 


Addressograph-Multigraph Corp. 
Acquire Set-O-Type Co. 

J. E. Rogers, president of Addresso- 
graph-Multigraph Corp., Cleveland, Ohio, 
has announced the acquirement of the 
Set-O-Type Co. of Dayton Ohio. Effec- 
tive June 1, the corporation took over 
the manufacture of Set-O-Type equipment 
and supplies. On the same date complete 
control of marketing and servicing of these 
products passed to the Multigraph com- 
pany division of the corporation, and its 
54 offices in the United States, which have 
previously acted as distributors. 


During the comparatively few years 
that Set-O-Type automatic typesetting 
equipment has been on the market, its 


adoption has been widespread. This me- 
chanical method of setting type for Multi- 
graph machines by the operation of a 
typewriter keyboard is said to be ten times 
faster than the hand methods otherwise 
used. -It has contributed much to business 
promotion and’ economies through speed- 
ing up production for Multigraph users. 
Officers of the company point out that 
the acquisition of Set-O-Type is a logical 
addition to their products since Set-O- 
Tye machines are companion equipment 
to those which the corporation manufac- 
tur.s and distributes throughout the world. 


New Weatherproof Loud-Ringing 
Bell for Exposed Locations. 
The new 65 type Kellogg loud-ringing 
extension bell, designed and manufactured 
by ‘he Kellogg Switchboard & Supply Co. 
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of Chicago, is one of the late developments 
in the telephone field. It is stated that it 
will give many years of reliable service 
with little or no maintenance. 

The Kellogg extension bell is especially 
designed to meet every telephone service 
requirement for indoor or outdoor use, on 
either common battery or magneto lines. 

It is well adapted for taxi stands, coal 
yards, lumber yards, police and fire alarms, 
railroad yards and railroad shops, power 
houses, oil fields, mines, quarries, ice plants, 
greenhouses, boiler rooms, docks, con- 
tractors’ shacks, construction camps; in 


fact, in all places where loud-ringing 
weatherproof extension equipment is 
required. 


Only two connections are necessary to 
install the bell. It is wired directly to the 
desk set box or line, so that any ringing 
signal coming over the telephone line im- 
mediately operates the bell. The six-inch 
steel gongs are scientifically designed and 

















New Kellogg Loud-Ringing Extension 
Bell Recently Placed on Market. 
produce a loud clear ring, They have a 
durable weatherproof finish and are of 

eccentric design for easy adjustment. 

The weatherproof housing consists of a 
heavy cast-iron base with removable cast- 
iron cover, held in place by two screws. It 
is finished with a durable coat of gray 
zinc paint. The bell can be mounted in a 
few minutes with three ordinary screws or 
bolts. Outside mounting holes eliminate 
the necessity of removing the cover when 


installing it. Overall dimensions are: 
Width, 13 inches; height, 12% inches; 


depth, 4% inches; and its net weight is 
13% pounds. 

For further information and_ technical 
details regarding this weatherproof ex- 
tension bell write Kellogg Switchboard & 
Supply Co., 1066 W. Adams St., Chicago. 


New Booklet on Use of Nitrogen 
Gas in Telephone Cables. 
Information on the maintenance and test- 
ing of cables under gas pressure is con- 
tained in a new booklet published by the 
Indiana Oxygen Co. In addition to the 
description of the special nitrogen valve, 
plug and tool equipment, valuable data on 

the sources of cable troubles are listed. 
A particular feature of the complete 
line of gas-testing apparatus manufactured 
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by this company is the special plug which 
makes it possible to seal a cable after a 
test, without the necessity of waiting for 
the gas to escape from the cable. This is 
for use where a permanent plug instead of 
a valve is desired. 

Many plugs can be driven or otherwise 
fastened in the hole which was made for 
the test, and a temporary gas-tight seal 
may be obtained. However, when a hot 
soldering iron is applied to solder the 
plug in place, the unequal expansion of 
the metals of the splice sleeve and the 
plug destroys the tightness and permits 
the nitrogen gas, which is under pressure, 
to bubble through the solder. 

By the use of the special brass plug and 
the sleeve plug holding clamp, both fully 
described in the new booklet, the hole 
may quickly be plugged and soldered with- 
out danger from bubble holes in the seal. 
Any information regarding this equipment 
may be obtained by writing the Indiana 
Oxygen Co., 435 South Delaware St., In- 
dianapolis, Ind. 


New Over-Capacity Bolt-Cutter 
for Lineman and Electrician. 

A new size bolt-cutter under the name 
of lineman’s special No. 118, has just been 
added to the family of Vacuum-Grip-built 
bolt-cutters. The new cutter, measuring 18 
inches in length, is said by the makers to 
have a cutting capacity equal to a length 
of 24 inches. 

It is light enough to be carried in the 
lineman’s belt, yet takes care of bolts, guy 
wires, etc., up to ¥% inch. The lead straps 
of storage batteries also can be cut neatly 
with this tool, it is claimed. 

A special feature of the new bolt-cutter 
is a pair of diagonal-cut blades, set at a 
30 degree angle. This will be found handy 
for working in cramped quarters where 
side-cut type blades are useless. 

Four types of blades may be had with 
this cutter, if desired: the diagonal-cut 
type just named, an end-cut, side-cut, and 
center-cut type, the last for use on hard- 
ened bolts and wire. All blades come as- 
sembled as one unit, ready to insert in the 
handles by removing two set screws, an 
operation said to require only a minute or 
less. The cutting blades are of high- 
carbon, electric furnace, tool steel. 

The No. 118 lineman’s special, like other 
bolt-cutters in this line, is built on the 
improved compound-lever principle, giving 
great cutting power with a minimum of 
effort. There are no adjustment nuts or 
screws. Further particulars will gladly be 
furnished if a letter is addressed to the 
Forged Steel Products Co., Newport, Pa. 


Stromberg-Carlson Equipment Or- 
dered for Small Exchange. 
The Rural Telephone Co. of Knox, Pa., 
has just ordered a two-position Stromberg- 
Carlson super-service switchboard for its 
Knox exchange, according to H. K. Diet- 

terich, manager of the company. 
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application can be selected when the occasion arises. 
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WHAT THE COURTS AND 
COMMISSIONS ARE DOING. 


(Continued from page 31.) 
there was no method of identifying the 


other person to the conversation. The at- 
torney general, for the state, contends 
that the testimony was admissible and 


proper, and differs in no essential respect 
had the unidentified person called at the 
store for the same purpose; and the fact 
that a telephone wire was used was, and 
is, immaterial. 


Used Slugs Instead of Money in 
Pay Station; Fined $50. 

The first prosecution under the law 
passed at the 1931 session of the Nebraska 
legislature making it an offense for a per- 
son to use slugs or other devices for de- 
frauding a telephone company in the fur- 
nishing of long distance service, was had 


recently at Fairbury, Neb. 
W. L. Cunning, a salesman of Wichita, 
Kans., was fined $50 and costs for drop- 


ping metal slugs into a long distance tele- 
phone pay station of the Lincoln Telephone 
& Telegraph Co. He was placed in jail 
until relatives sent money to pay his fine. 
Officers said they found slugs of the type 
possible to use in such frauds in his cloth- 
ing and in his hotel room. 


High State Court Holds Rule Re- 
quiring Deposit Discriminatory. 
It was recently held by the North Caro- 

lina Supreme Court that the rule of the 

Interstate Telephone & Telegraph Co., 

Durham, N. C., requiring a guarantee de- 

posit against payment for telephone service, 

is void in certain cases under particular 
facts. The exchange was held to be sub- 
ject to control and regulation by the North 

Carolina Corporation Commission. 

In this case it was held that a local 
telephone company which has an arrange- 
ment for the transmission of long distance 
messages over the lines of another com- 
pany for pay, and which has facilities for 
knowing which of its customers make long 
distance calls and for collecting the tolls 
which come from them on its own respon- 
sibility, etc., is a public service corporation 
and comes within the provisions of C. S., 
1035 (2) giving jurisdiction to the corpora- 
tion commission. 

Such a company, the court ruled, may 
not discriminate among its subscribers as 
to the conditions upon which it will render 
service to them. 

The plaintiff had applied to the telephone 
company for service, paid the usual in- 
stallation fee and complied with the gen- 
eral requirements of the company for the 
installation of such service. 

The telephone company, after giving its 
receipt for the installation charges, de- 
n inded that the applicant make a deposit 
im a certain amount as a guarantee for the 


Payment of future service. It appeared 
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that this demand was made under a rule 
of the management that the deposit should 
be required of those considered bad credit 
risks, but the rule had never been author- 
ized by the directors of the corporation. 
This demand, it was stated, had been 
made without the knowledge or consent of 
the corporation commission, 
enforced against only 
out of the company’s 


and had been 
a few individuals 
many subscribers. 
The court said in its “The 
rule is an unlawful discrimination among 
the customers, and mandamus will lie to 
compel the company to install its service 
without the payment of such deposit.” 


decisic mn: 


New York Commission Approves 
Sale of Small System. 

The sale of the telephone system of the 
Schoharie Valley Telephone Co., Inc. to 
the Middleburgh Telephone Co. has been 
approved by the New York Public Service 
Commission. The Schoharie Valley com- 
pany owns and operates a system of about 
140 stations in the towns of Blenheim, 
Broome, Conesville, Fulton and Gilboa, 
Schoharie county. 


The telephone lines of the Schoharie Val- 
ley company are directly connected with 
the lines of the Middleburgh company by 
means of toll circuits and the territory op- 
erated by the Schoharie Valley company 
is adjacent to the territory served by the 
Middleburgh company. 
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The Schoharie Valley company pro- 
posed to sell all of the physical pro- 


perty of its system on or before June 1, 
1932, to the Middleburgh Telephone Co. 
for the sum of $2,140 in cash. The ap- 
proval of the commission to the sale is not 
the 
property 


to be construed as a determination by 
commission of the value of 
involved in the transfer. 


any 


The reasons given for the sale of these 
properties are that the Valley 
company wishes to be relieved of the re- 
sponsibility of the operation of the pro- 
perty; that considerable expenditures are 
necessary for reconstruction, extension and 
betterment in order to care for the exist- 
ing development and provide for growth, 
and the Schoharie Valley company is un- 
able to finance these requirements. The 
Middleburgh company is prepared to make 
the necessary expenditures for reconstruc- 
tion, additions and betterments in order 
that satisfactory toll and local service may 
be assured. 


Schoharie 


It was stated that the subscribers of the 
Schoharie Valley company are in favor of 
the sale and desirous of the improvement 
in service which would result. The present 
rate of $1.50 per month for multi-party 
service will continue until the service is im- 
proved, when it is intended to increase the 
rate to an amount not exceeding $2 per 
month. 

It is intended to include subscribers of 


both companies in one free calling area 
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with no toll charge between the two cen- 
tral offices. At present there is a toll 
charge of ten cents. No one opposed the 
transfer which the commission held to be 
in the public interest. 


Wisconsin Commission Orders 
Quiz of Marshfield Exchange. 
Because the Marshfield Telephone Ex- 

change, Marshfield, Wis., was granted an 

increase in telephone rates March 28, 1930, 

“to increase wages and salaries of certain 

employes” and the Wisconsin Public Serv- 

ice Commission has recently learned “from 

a preliminary investigation of the accounts 

of the company that these increases of 

wages and salaries have not been made in 
the amount or manner represented,” the 
commission on June 25 issued an order 
calling for a “further and more extensive 
investigation of the rates, rules, books, ac- 
counts and practices of the Marshfield 

Telephone Exchange.” 

The commission’s order also finds that 
the expenses reasonably attributable to 
such an investigation should be assessed 
against and paid by the Marshfield Tele- 
phone Exchange, pursuant to the provi- 
sions of a law passed by the special ses- 
sion of the legislature. 


New York Bell Authorized to Pur- 


chase Small Property. 

The transfer of the Putnam Telephone 
Co. which serves a portion of the town 
of Putnam, Washington county and a por- 
tion of Ticonderoga, Essex county, having 
a total of 94 stations, to the New York 
Telephone Co. has been approved by the 
New York Public Service Commission. 

It was proposed that the Putnam com- 
pany sell all of the physical property 
of its telephone system including real 
estate on or before July 1, 1932, to the 
New York Telephone Co. for the sum of 
$12,000 in cash plus the value at the time 
of sale of net additions, if any, in fixed 
capital assets made, with the consent of 
the purchaser, subsequent to October 24, 
1930, and up to the date of transfer. 

The reasons given for the sale of the 
property are that the officers of the Put- 
nam company wish to be relieved of the 
responsibility for the operation of the com- 
pany; that certain reconstruction work is 
necessary which the present management 
does not wish to finance; that the New 
York Telephone Co. is prepared to make 
the necessary expenditure for reconstruc- 
tion and betterments. 

Under the rates proposed to be charged 
by the New York company, individual 
resident service will be $2.50 instead of 
$2.75 as at present. The Putnam com- 
pany furnishes six-party service which 
will be discontinued and four-party ser- 
vice substituted in its place. Individual 
business and rural line residence rates will 
remain the same as at present. A reduc- 
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tion of 25 cents is proposed in rates for 
rural business and individual resident ser- 
vice. Six-party residence subscribers will 
receive four-party service at 25 cents less 
per month. 

There was no opposition to the pro- 
posed transfer of the property and the 
evidence indicated that the sale of the 
Putnam company to the New York com- 
pany would result in an improvement in 
the facilities and service available to the 
residents of the territory now served by 
the Putnam company at rates which will 
be the same or less than those now in 
effect. 


Danbury, Neb., Property to Be 
Sold to Northwestern Bell. 
The Northwestern Bell Telephone Co. 
has purchased the property of the Beaver 
Valley Telephone Co., of Danbury, Neb., 
subject to approval of the Interstate Com- 
merce Commission, for an agreed consid- 
eration of $25,000. Stockholders of the 
company, discouraged at the record of 
the company and the business outlook, 
voted to sell, and as the exchanges are in 
well-developed Bell territory they will fit 

into its service organization. 

The company serves the communities of 
Danbury, Lebanon and Marion, with ex- 
changes at the first-named towns. Its last 
report to the Nebraska State Railway 
Commission showed property of a book 
cost of $29,000 and a capital stock of 
$12,240. George Horton has been man- 
ager. The company was largely owned by 
its patrons, and served 360 stations. 


Summary of Commission Rulings 
and Schedule of Hearings. 
INTERSTATE COMMERCE COMMISSION. 
July 11: Hearings in Washington, D. 
C., on the joint application of the New 
York Telephone Co. and the Putnam Tele- 
phone Company, Inc., for authority by 
the New York company to purchase the 
property of the Putnam company, which 
operates in the towns of Putnam and 
Ticonderoga, Washington and Essex coun- 
ties, respectively, New York. 

CALIFORNIA. 

June 24: Application filed by C. F. 
Mason, operating as the Antelope Valley 
Telephone Co., in Antelope Valley, Los 
Angeles county, asking for permission to 
sell property. 

June 24: S.R. Heffley, operating at the 
Arrowhead Telephone Co., filed an appli- 
cation asking for permission to sell the 
system at Lake Arrowhead to the Asso- 
ciated Telephone Co., Ltd. 

ILLINOIS. 

July 6: Hearing in Springfield before 
Commissioner Kuhn on application of the 
Illinois Bell Telephone Co. for an order 
authorizing its acquisition of stock in the 
Illinois Telephone Co., formerly the IIli- 
nois Home Telephone Co. 

July 6: Hearing in Springfield on ap- 
plication filed by the Illinois Bell Tele- 
phone Co. for authority to lease certain 
telephone facilities in the city of Cham- 
paign, from the American Telephone & 
Telegraph Co. as set forth in agreement 
dated March 18, 1932. 

July 6: Hearing in Springfield on ap- 
plication by the Illinois Bell Telephone 
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Co. for authority to lease certain tele- 
phone facilities in the city of Bloomington 
from the American Telephone & Tele- 
graph Co. as set forth in agreements dated 
January 30 and February 9, 1932. 

July 7: Hearing in Springfield before 
Commissioner Kuhn on proposed advance 
in rates for telephone service in Wataga, 
county of Knox, stated in rate schedule I. 
C. C. No. 1, rendered by the Wataga 
Mutual Telephone Co. 

July 14: Hearing in Chicago on in- 
vestigation of the charges by the [Illinois 
Bell Telephone Co. on the cradle type of 
telephone. The company has been ordered 
to show cause why the surcharge should 
not be reduced or abolished. 


INDIANA. 


June 29: Order issued permitting the 
New Ross Co-Operative Telephone Co. of 
New Ross, to reduce rates 15 per cent in 
all classes of service. The company filed 
the petition for the reduction. 

July 1: Issuance of $3,000,000 in re- 
funding notes to be bought by the Ameri- 
can Telephone & Telegraph Co. approved 
for the Indiana Bell Telephone Co. 

KANSAS. 

July 14: Hearing at Topeka in investi- 
gation of Southwestern Bell Telephone Co. 
on reasonableness of practices, acts, serv- 
ices and charges entering into the services 
of the company to various newspapers and 
to the Associated Press within the state 
in the distribution of the press associa- 
tion’s news, and “to the effect of such 
charges and practices upon the basic rates 
in Kansas.” 

July 26: Hearing at Topeka in investi- 
gation of the Southwestern Bell Telephone 
Co. reasonableness of all rates, joint rates, 
tolls, joint tolls, charges, classifications, 
regulations, practices, acts, and _ service 
which enter into the basic rate. 

August 9: Hearing in Topeka in in- 
vestigation of the Southwestern Bell Tele- 
phone Co. on reasonableness of all rates, 
joint rates, tolls, joint tolls, charges, clas- 
sifications, regulations, practices, acts and 
service which enter into or affect the 
basic rates. The commission directed that 
the telephone company should be prepared 
to give information relative to reasonable- 
ness of the practices and charges made by 
the Hutchinson exchange. It specified 
that this part of the investigation should 
be kept open for the purpose of bringing 
in such other Southwestern Bell exchanges 
“as may -appear advisable under a supple- 
mental order.” 

MINNESOTA. 

July 13: Hearing in investigation of 
St. Paul rates of Tri-State Telephone & 
Telegraph Co. 

Missourt. 


June 27: Complaint filed by Benjamin 
Grover against the Southwestern Bell 
Telephone Co., of Kansas City, request- 
ing reduced telephone rates. 

OKLAHOMA. 


July 19: Hearing on complaint of the 
city of Waynoka against the Standard 
Telephone Co. asking for a reduction of 
telephone rates in Waynoka. 

WEST VIRGINIA. 

June 18: Order issued directing the 
Chesapeake & Potomac Telephone Co. to 
place into effect August 1 a reduced extra 
charge not to exceed 25 cents per mont! 
for handset telephone service. 

June 18: Order issued directing a re- 
duction in rates charged by the Bluefield 
Telephone Co. applicable to Bluefeld. 
Welch, Princeton, Bramwell, Davy, Key- 
stone, Matoaka and Northfork, effective 
August 1. 
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Condensed Telephone News 


Companies Are Urgently Requested to Forward to Us Promptly 
News Concerning Construction, Rebuilding, Financing, Election 
of Officers, Sales and Purchases of Exchanges or Other Activities 


Franchises. 

PotEAU, OxLta.—The franchise granted 
by the city council of Poteau on July 12, 
1930, and ratified by citizens at an election 
on July 21, to the LeFlore County Tele- 
phone Co., provisions of which required 
exercise of the rights conferred within one 
year, has been extended for a period of 
two years by vote of the council. A one- 
year extension was granted a year ago but 
nothing has been done as yet toward in- 
stallation of a system under this fran- 
chise. 

Financial. 

Cuicaco, I1r.—On June 22 at a meet- 
ing of the board of directors of the Illi- 
nois Bell Telephone Co. a dividend of $2.00 
per share was declared payable June 30, to 
stockholders of record June 29, 1932. 

LAFAYETTE, INp.—During the period 
from June 20 to July 2, the Indiana Asso- 
ciated Telephone Corp. offered to sub- 
scribers the opportunity to invest in the 
company’s Indiana tax exempt $5 preferred 
shares. 

The opportunity to invest in these shares 
was made through the local employes in 
each of the exchange areas served by the 
company. 

St. Peter, Minn.—The financial report 
of the Nicollet County Telephone Co. 
showed that a loss of over $5,000 was sus- 
tained during the past year. No divi- 
dend was declared at the annual meeting 
and no contributions for new construction 
work were pledged. 

Current maintenance during the past 
year totaled $14,071.91. The total receipts 
were $60,007.84 and the total expenditures 
$65,118.80. 

SANDUSKY, Ontio—The Huron Tele- 
phone Co. at Huron, near here, has paid 
back taxes amounting to $5,447.76, and liti- 
gation that had been pending for some time 
was settled and dismissed. 

The company had paid no tax since 
1924 when its officials questioned certain 
valuations which it charged were excessive. 

Construction. 

Cuicaco, ILt.—At its meeting June 22 
the board of directors of the Il'inois Bell 
Telephone Co. approved expenditures of 
$2,325,078 in the city of Chicago and $993,- 
657 for its territory outside of Chicago, 
making a total of $3,318,735. The ex- 
penditures were principally those necessary 


to provide for current plant replacements. 


This brings the total amount approved 
so far this year to $10,876,344. 

New York, N. Y.—The expenditure of 
$9,037,275 for construction purposes in 
various parts of this state was authorized 
hy the board of directors of the New York 
Telephone Co. at the regular monthly meet- 
ing held June 22. 

Of the new appropriations, $7.262,275 
cf which relates to New York City and 
adjacent downstate counties, the greater 
part represents estimated requirements dur- 
ing the third quarter of the year for minor 
plant additions and replacements and the 
installation of subscribers’ equipment. 

_ Co_umsus, Onto—Rapid progress is be- 
ing made by the Ohio Bell Telephone Co. 
on a $140,000 job of improving and rerout- 
ing a section of the Columbus-Pomeroy 
long distance line. 

it has meant work for many men living 
in the territory through which the line 


runs. The project starts from Lancaster 
and extends nearly 50 miles southeast to 
the town of Beaumont, which is a short 
distance north of Athens. 

The company is placing 1,350 poles, 3,860 
cross-arms and 745 miles of wire weighing 
65 tons. 

Elections. 

Wawaka, Inp.—At the annual meeting 
of the stockholders of the People’s Mutual 
Telephone Co. here, officers were reelected 
as follows: President, Ed Resler; vice- 
president, Jacob Ramer; secretary, Ed 
Reidenbach ; treasurer, C. W. Schwab. 

Directors are Roy Smith, U. C. Rose, 
Jacob McLaughlin, Chester Weirich, Mrs. 
Edith Weirich, Mrs. Cinda Gerver. Mr. 
Weirich is manager of the office. 

Groton, S. D.—At the annual meeting 
of the stockholders of the Groton-Ferney 
Mutual Telephone Co., the officers were 
reelected as follows: 

F. H. Erdmann, Stratford, president ; 
John G. Zeller, Groton, vice-president ; 
Gladys Newman, secretary, and Chas. E. 
Adams, manager. 


Miscellaneous. 

CHAMPAIGN, Itt. — The Champaign 
County Telephone Co., organized a year 
ago as a result of the merger of the Philo 
and Tolono exchanges, has acquired the 
Crittenden Telephone Co., which uses the 
Pesotum and the Ogden exchanges. J. 
Don McKee is president of the new com- 
pany; John Carson, vice-president; and 
Fred Hesse, secretary-treasurer. 

Mason City, Itt.—J. R. McCreery has 
been appointed manager of the Mason City 
Telephone & Telegraph Co. 

DENISON, Iowa.—At a recent meeting 
of the city council permission was granted 
the Western Telephone Corp. to use the 
streets and alleys of the city of Denison 
for telephone purposes for 10 years. It 
was stipulated that rates are not to be 
raised during the period without the per- 
mission of the city council. 

MareENGo, Iowa.—Ed. Koglin, who has 
been in charge of the billing office of the 
Citizens’ Telephone Co. for over three 
years, has been transferred to Columbus, 
Ohio. The billing for the Iowa territory, 
which includes 19 exchanges in eastern, 
central and western Iowa, will in the future 
be handled from that place. 

SouTHPort, Inp.—The local exchange of 
the Indiana Bell Telephone Co. has been 
discontinued and calls will now be handled 
through the Indianapolis exchange. 

Warsaw, Inp.—A high tension wire, 
broken down by a falling tree, came in 
contact with a long distance telephone wire 
of the United Telephone Co. at Laketon, 
25 miles from here, and almost instantly a 
fire was started here. 

The high voltage current followed the 
telephone line from Laketon to Warsaw 
and started the fire when it was stopped 
by the terminal fuses at a point where 
the long distance wire entered the under- 
ground cable leading to the company’s ex- 
change. Insulation was burned from the 
wires and a pole was destroyed by fire. 
Six toll lines and many local lines were 
burned out. 

Rockport. Mo.—The Rockport Mutual 
Telephone Co. has reduced its rates to the 
-Jsame level they were 24 years ago, effec- 

ive August 1. 
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During recent years 

Jorn sto -“I have been privileged 
- to appraise Telephone 
ee Exchanges all over the 
United States. The 
list totals 750. Would 
you like to avail your- 
a self of my services? 


1038-9 Lemcke 
Building 







! 
INDIANAPOLIS 











Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 


221 North La Salle St. CHICAGO 











CONSULTING 
Telephone Engineer 


GARRISON BABCOCK 


20 East Jackson Boulevard, Chicage 
Suite 800. Telephone Harrison 7490 











METCALF & RICHARDS, Inc. 
ENGINEERS 
APPRAISALS REPORTS 


FIXED CAPITAL RECORD: 
VALUATION DEPRECIATION 


Liberty Trust Bldg., Philadelphia, Pa. 

















Consulting Telephone Engineers 
W. C. POLK — J. W. WORAT 
Plans, Estimates and Reports, 
Appraisals and Supervision 
101 West 11th St. Kansas City, Mo. 











ACCOUNTING 


HERDRICH AND BOGGS 


Certified Public Accountants 
Specializing in Telephone Accounting 
and Rate Cases Since 1918 
901-7 Continental Bank Bldg. 
Indianapolis, Indiana 











CONSULTING TELEPHONE ENGINEERS 


Rates Financing Accounting Managing 
Appraisals and Reporte 
Radio Program Service Specialists 
Construction Contractors 


TELEPHONE ENGINEERING AND 
MANAGEMENT COMPANY 
Lima, Ohio 














COFFEY SYSTEM 


Exclusive Te one Accountents 
TIFIED 


Systems Installed 
Audits and Special Services 
CENTRAL ACCOUNTING DEPARTMENT 
Consolidated Bidg., Indianapolis 
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PPORTUNITIES: 


Rates 10 cents per word, payable in advance. Minimum charge $2.00 for 20 words or less. 











TELEPHONY 
INCLUDING 
AUTOMATIC 
SWITCHING 
SMITH 


-_- 
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A VALUABLE BOOK 
FOR TELEPHONE MEN 


Here is a book which has been so ar- 
ranged by its publishers that the busy 
telephone man can absorb an excellent 
and up-to-date collection of helpful in- 
formation in a minimum amount of time. 


“TELEPHONY Including Automatic 
Switching’’ is written by Arthur Bessey 
Smith, E. E., and is fully illustrated. 
Everyone in the _ telephone business 
should have an intimate knowledge of 
the theory and operation of automatic 
switching. The construction of every 
switch, relay and contractor in the 
whole range of automatic devices is 
clearly and simply presented. 


Pocket size, bound in Leatherette, 
Gold Stamping, 500 pages, 268 illustra- 
tions and Wiring Diagrams. Price $2.50. 


TELEPHONY PUBLISHING CORP. 
608 So. Dearborn Street, Chicago 
Telephone—Wabash 8604 

















FOR SALE 





1940 West 2Ist Str., Pilsen Station 
Chicago, Hl. 


™ 
. 7a" YY . 7 

RECONSTRUCTED EQUIPMENT 
Kellogg No. 2812 latest type 5-bar 1600 

ohm Bae. COMPACts GG... scccscssses $10.50 
Kellogg No 118 Latest type desk set 

with W. E. No. 315 inside connection 

3-bar 1000-1600 or 2500 ohm ringer 

as De Me écncars sue whales tae wes 10.00 
Kellogg No. 2696 type 4-bar 1600 ohm 

Bdg COMPACTS GD wcvcvccesescseccces 8.00 
Western Elec or Kellogg Local Bat- 

ae ee ere ere .40 
Western Elec. No. 22 3-bar Bdg. Gen- 

erators with screws and crank @... 1.50 
Stromberg A. C. or Pulsating current 

i-bar Generators with crank @....... 2.25 
Kellogg No. 22 or W. E. No. 329 Trans- 

mitters complete with back @....... 1.10 
Western Elec. No. 315 3-bar 1000-1600 

or 2500 ohm inside connection signal 

Ot WE BE. CA EP ee Niece eviwes 5.00 
<ellog~g No, 301 or Monarch Combine 

line drops and jacks, 5-per-strip @.. 7.50 
Stromberg, Monarch, Leich, Dean or 

Chicago L i Transmitters, com- 

i A ee ee ee ee 85 

Write for Bulletins 

REBUILT ELECTRIC EQUIPMENT co. 





POSITIONS WANTED 


FOR SALE 





TREASURER—Man with 14 years’ 
practical experience in financing and op- 
eration of small town public utility prop- 
erties under centralized management, 
desires permanent connection as treas- 
urer of good sound telephone company. 
Thoroughly capable of taking charge Ac- 
counting, Budget, and Financial Depart- 
ments. Will make investment with right 
company. Address Box No. 8166, care 
of TELEPHONY. 





POSITION WANTED — General 
plantman wants employment. First-class 
cable splicer, toll line and heavy con- 
struction man; also graduate Coyne’s 
Electrical School. Twelve years’ expe- 
rience. Age thirty-three. Go anywhere. 
D. R. Powell, 729 N. 12th St., Waco, Tex. 





WANTED — Cable-splicing, switch- 
board and trouble work. Will guaran- 
tee to clear any line, cable, switchboard 
or instrument trouble. Go anywhere. 


L. V. Longenecker, Box 199, Hamilton, II. 


POSITION WANTED — Experienced 
switchboard installer will consider re- 
wiring, re-building equipment or mainte- 
mance work. Address 8157, care of 
TELEPHONY. 


POSITION WANTED — By young 
man with several years’ experience as 
trouble-man, lineman, cable-man and 
installer. Good references. Address 
8156, care of TELEPHONY. 











ECONOMIZE 
SURELY 
but 
SAFELY 
with 
our 
REBUILT TELE- 
PHONES— 
SWITCHBOARDS 
AND PARTS 


Send for circulars 


Buckeye Telephone and 


Supply Co. 
Columbus, Ohio 











New brown silk cords, standard specifica- 


tions; receiver cords, 36” 15¢e; desk stand 
cords, 3 conductor, 6 ft., 
breastplate cords, 4 cond., 6 ft., @ 85c; new 
2 cond., 4 ft., white switchboard cords @ 
45c; Monarch 3-bar bridging generators, re- 
built, @ $1.50. 


45c; operator’s 


TELEPHONE REPAIR SHOP 
1760 Lunt Ave., Chicago, Ill. 











FOR SALE—Offered subject to prior 


sale the following: 


A good used automatic interior tele- 
phone system, called the Select-O-Phone 
System, as made by the Screw Machine 


Products Providence, 


Corporation of 


Rhode Island, consisting of: 


1 


25 


20 


19 
13 


Approximately 200 ft. of 25 pair lead 


Approximately 170 ft. of 50 pair lead 


Please communicate 
Chemical Works, Saint Louis, Missouri. 


Select-O-Phone automatic 


automatic selectors. 


the wall, with a glass front. 
switchboard is also 
the “busy” unit. 


Automatic Selectors, 

Desk or Table Type _ Select-O- 
Phones, with dials, 

Bell Boxes, 

Adjustable Select-O-Phone brackets 


with mountings, 
covered telephone cable. 


covered telephone cable. 
with 





switch- 
board, Type M-33, equipped with its 
ultimate capacity of 3 racks and 33 
Size of board is 
2814” x 20%” x 8”, to be mounted on 
This 
furnished with 


Monsanto 





FOR SALE—Western 
ceivers. 
dollar and ten 
Prompt delivery. 
Madison St., N. E., Minneapolis, Minn. 


cents. 
i: 


Postage 
Sauber, 


Electric re- 
With new shells and caps. One 
paid. 


4415 





_ TELEPHONE REPAIRING, rewind- 
ing and remagnetizing. 
be 


as good as new. 


Dyvig Elec. Shop, Inwood, Ia. 





Guaranteed to 
Write for price list. 
Oldest and only commercial telephone 
repair shop west of the Mississippi River. 














TO OBTAIN the Right 
Man for your require- 
ments, an “Opportunity’s” 
advertisement will place 


him in touch with you. 








Please mention TELEPHONY when communicating with its advertisers. 
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